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THAT ‘OLD TIME’ PUNCH 


(ECONOMY AND QUALITY) 


WITH 


MODERN SELLING SOCK 





A PAPER FOR EVERY OFFICE NEED! 






Stock your shelves with the nationally famous SPHINX TYPEWRITER 
PAPERS and you will be selling (and re-selling! ) the line with a win- 
ning combination—ECONOMY and QUALITY— 


(MAGNIFICENTLY DESIGNED 4-COLOR BOX) 


SAXON paper CORPORATION . 240 wesr sern srnerr, wew vorx 11,0. ¥. 
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STANDARD 
model 
to retail at 


$950 









NEW PROFITS FOR THE NEW YEAR 


with this 


DEPENDABLE, INSTANT-STARTING & 
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FROM 


Gsterbrook 


NEW — “cst” (controlled Surtace Tension) INK 


for smooth, no-smear, no-skip, no-spread writ- 
ing. An exclusive Esterbrook formula! 


betSeHT 














NE — KING-SIZE REFILL 


with 414-mile writing capacity and consistent 
“write-out”’ performance! 


NEW — ink 1s waterrast 


on paper, yet quickly and easily washable from 
fabrics with any soap or detergent! 


NEW retractaste point 


mechanism—million-time-tested! 


PLU — CHOICE OF CoLoRS 


to match Esterbrook Fountain Pens and 
Push-Pencils! 


PLUS— cuolce oF LINE 


Medium or Extra-Fine! 


DELUXE “K” 
model 
to retail at 


$375 









BONUS SELLING ! 


: — 
sell any Esterbrook —— ho o 
hing companion Ball Po - 
en The new Esterbrook Ball Poin 
- he result of nine years 
h. Sell it with pride 


When you 
suggest 4 i 
mandy note-making. The ne 
is truly precision- met, esearc 
of experimentation and r 
. t! 

—and with profi America’s Oldest Pen Maker 
CAMDEN 1, NEW JERSEY 








The Esterbrook Pen Company of Canada, Ltd., 
92 Fleet Street, East, Toronto 





Dependable — Trouble-free! 


For 3-ring binders, 11” x 
8%” sheets. Punches all 3 
holes at a single squeeze, 
4%" on center, 8%” overall. 
No gauges to set — no 
places to mark. Punches 
sheets instantly, all 3 holes 
at one time. Handy — fits 
brief case or desk drawer. 
Weighs less than 20 ounces. 





custom 
CLIX MODEL NO. 3 LIST $4.00 each article, 


Your 
2 or 3 HOLES Punches 2 hole sheets-or 3 Typew 


c L . "4 hole sheets as required. Ad- many 


justs instantly, simply * 
- nae snapping button . . 
ole) U B L E ~ : right for 2 holes, to left for 
, : 3 holes. Takes sheets from 
lib me d in nn ee j 6” to 12” long. Gauge- 
: marked in 1” graduations. 
For 3 holes, details same as 
PUNCH _ Model 3 above. 2-hole 
punching, 2%” apart on 
centers. 
CLIX 7-HOLE PUNCH FOR 7-RING BINDERS (not 
illustrated) Same size, same precision action, as 3-hole punch, CLIX MODEL NO. 32 


but punches all seven holes in 3-1-3 order, standard spacing LIST $6.50 each 
for 11” x 8%” sheets, at a single stroke. CLIX MODEL NO. 7 LIST $7.50 each 





Punches 2 holes spaced 234” on centers at 
a single squeeze in paper sheets ranging 
from 5 inches to 12 inches in size. Simple 
gauge adjusts instantly to any size sheet 
up to 12” in half-inch graduations. Weighs 
less than 10 ounces. Red base plate and 
hammertone gray cover. 


fj CLIX MODEL NO. 2 LIST $2.50 each 
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f 


Improv 
ideas ed Personal paper punch for 


Cc L t 4 Le os home, office and industry. 
: a Die Ideal for punching tickets, 
. 4 tags, restaurant anne bs 
; : "= easy to use on paper, light 
1 e H °o L 3 -_— | cardboard, etc. Light pres- 
- sure of thumb punches clean 
PUNCH | hole, instantly. 4” hole, 4” 
ai from binding edge. Red top, 
a nickel- plated base: 12 in 

counter display carton. 


CLIX MODEL NO. 100X 
LIST 60 cents each 
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With the business analysts predict- 

a continued rise. in the economy 

of the nation, there is much reason to 

believe expansion by stationers and 

office equipment dealers will continue 
in a like manner. 

Much of the expansion, however, 
will necessitate relocation to larger 
quarters. And with a move away from 
the known place of business, many 
problems arise, not the least of which 
is, persuading your old customers to 
come to the new place of business. 

Extensive publicity is the only solu- 
tion to this problem. But it should 
include promotion keyed to add new 
customers as well. As described in the 
uticle, ‘Does Everyone Know About 
Your Move?’”’, on page 20 the Valley 
Typewriter Service of Sayre, Pa., used 
many ideas and different media to 
achieve masterful poblicity about their 
move. 

Outside salesmen may have their 
own methods to produce sales, but in 
the interests of the entire company, 
every possible aid to this goal should 
be given them. In another up-to-date 
aticle, Consulting Editor C. L. Lapp, 
Ph.D., lists on page 24 some of: the 
incidental equipment which should - 
be provided for salesmen. 

Beginning. with the January issue 
of MODERN STATIONER and OFFICE 
EQUIPMENT DEALER, a dealer service 
wilt be added to facilitate the receipt of 
pertinent data offered ‘by the manu- 
facturer. Near the back of the book, 
a section will list the new products, 
advertised products and trade literature 
which have Serna? in that particular 
issue. 

By indicating a coetepondingly 
keyed number on the postage-paid 
ard, you can easily inform me of: 
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MODERN STATIONER and 
OFFICE EQUIPMENT DEALER 
Washington, D. Co 
November 15, 1956 


The recent outbreak of fighting in the Middle East, coupled with 
rebellion in the Soviet satellites sent quite a few Washington officials 
to examining existing statutes and commitments--just in case. 











The basic legislative authority is the Defense Production Act of 1950, 
which runs to June 30, 1958. Under this statute, the President could, and 
undoubtedly would in the case of U. S. involvement, clamp distribution controls 
on commodities which are deemed essential to defense, including steel, nickel, 
copper and similar materials, 











No authority exists for imposition of price, wage or rent controls. 
These would require enactment of new enabling legislation. Much could be 
done, however, to restrain inflation by controlling the distribution of 
materials in short supply. 


Even without direct U. S. involvement, gasoline rationing is a possi- 
bility, though a slim one at this time. The closing of the Suez Canal stopped 
delivery of about 1.2 million tarrels of petroleum daily to Western Europe, 
though the diversion of tankers around Africa has cut the deficit to 500,000 
barrels daily. The loss to the U. S. runs about 300,000 barrels daily--easily 
made up by increased domestic production. The key is continued operation of 
the Middle East pipelines. IF they are severed, and IF Suez operations are 
not resumed, then there would probably be gasoline rationing in this country. 








Higher gasoline prices are almost a certainty, no matter what happens, 





As for commitments, the U. S. is pledged to fight if any free country 
in Europe or any Latin nation is attacked, as well as in the case of attack 
on any of these widely scattered nations: Japan, the Ryuku Islands, Australia, 
New Zealand, Philippines, Formosa, Canada, Thailand, Malaya and Pakistan. 


The Ue. S. was also pledged to preserve peace in the Middle East by any 
means necessary. As this was a tri-nation pact with France and England, their 
attack on Egypt and abrogation of the treaty took the U. S. off the hook. 


Pentagon planners are taking a new look at policies as a result of the 
brush-fire wars. In recent months, the trend has been toward the Air Force 
concept of relying on our nuclear weapons and playing down the actual mili- 
tary manpower and use of conventional weapons. 








Now, the view of the Army and Navy that the United States should go slow 
in displacing conventional arms in view of atomic balance is gaining ground. 








No radical defense policy shift is involved. What is of chief concern 
is that more money is likely to be spent on conventional weapons, with no 
cut in atomic spending. That means a higher defense budget. 





News from the business front continues to be good. In its latest monthly 
report, the Commerce Department's Office of Business Economics stated that 
continued high consumer demand is being supported by increasing personal 
incomes, while business investment in new plants and equipment keeps rising. 





A similar report comes from the President's Council of Economic Advisers. 
A weakness in the new homes market and production and income losses from the 
steel strike failed to halt the advancing economic activity, the group stated, 


Gross national product was estimated at a new peak of $13 billion on an 
annual basis during the third quarter. This represents an increase of $.7 
billion over the second quarter rate, and $16.2 over third quarter rate, 1955. 


Government economists are wary about forecasts for 1957, however. The 
international situation is too uncertain. Assuming that the fighting does 
not spread, economists say that business activity will continue to climb 
until the spring of 1957. After that, they don't know. Sales of automobiles 
and homes, along with the rate of business spending cn plant and equipment 
will be the three chief weathervanes to follow. 





The Internal Revenue Service ncw has available a combined withholding 
table for the weekly pay period. The table, based on the new rates, shows 
income tax and social security to be withheld by employers after January l. 


The table is valid only for employees earning $4,200 and less, since the 
social security tax is applied only to the first $4,200 in annual earnings. 


Next year's drive to increase postal rates will probably be linked to 
a proposal for higher postal pay. This will, in effect, enlist the backing 
of the postal unions, which are strong on Capitol Hill. 








The odds are that a postal increase bill will be enacted, raising to 
four cents the first class letter rate and to seven cents the airmail rate. 
Second and third class mail rates will also be raised. The outlook for 
parcel post is more uncertain because fourth-class rates are set by the 
Interstate Commerce Commission rather than by the Congress, but the Commission 
would be likely to follow a general increase with a parcel post hike. 


An analysis of the use of trading stamps by retailers, published by the 
Commerce Department's Office of Distribution, warns that a typical stamp plan 
costs the retailer between two percent and three percent of his gross sales 
with a sales volume increase of 25 percent necessary for a profitable plan. 





Advantages cited--stamp plans can secure customer loyalty, build volume 
and can be used to achieve a more even spread of volume through the week. On 
the other hand, the Office reports that a retailer has to increase his prices 
unless he can achieve a substantial increase in volume. 


Washington Bureau 
MODERN STATIONER and 
OFFICE EQUIPMENT DEALER 
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No. 21 'Deluxe” Artists’ Oil Color Outfit 
A large 12” x 16” deluxe wood sketch box with mahogany- 
grained, mar-resistant finish. Space in lid for canvas panels. 
Fully outfitted with 12 professionally-selected studio (1”x 4”) 
tubes of Craftint-Devoe Artists’ Oil Colors, large pound-size 
tube Titanium White, 2'/2-ounce bottles of linseed oil and 
turpentine, canvas: panel, palette cups, palette knife, palette, 
assortment of good brushes and instruction book. $25.95 


? 


pf 


No. 23 “Practical” Oil Color Outfit 
An excellent painting set in attractive 9”x 12” lacquer- 
finish wood box. Fitted with professional selection of 
nine studio (1”x 4”) Craftint-Devoe Artists’ Oil Colors, 
2¥%2-ounce bottles of linseed oil and turpentine, pal- 
ette, palette cup, palette knife, assortment of good 
brushes and instruction book. 





No. 201 ‘Water 
Color” Outfit 
Metal box, 4Y%2”x9”. The 
inside of cover contains 
mixing slants and wells, 
and is finished in baked, 
white enamel. Thumb- 
ring on bottom of box 
facilitates its use as a 
palette. Fitted with 12 
tubes (Y2"x3%4") of Craf- 
tint-Devoe Academic 
Artists’ Water Colors 
and 2 brushes. $4.50 


Many other popular sets availabie 





$12.25 


No.9 "*Beginners” 
Oil Painting Outfit 
An excellent gift set for 
the neophyte oil painter. 
Wood box, approximate- 
ly 4%2"x 8”, fitted with 
12 tubes ("x 2”) Craf- 
tint-Devoe Artists’ Oil 
Colors, bottles of pale 
drying oil and turpen- 
tine, brushes and in- 






structions. $3.95 , 
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profit-making 
Christmas! 


Stock the BIG line.....the BEST line! 
Now’s the time to order complete 
Oil Color and Water Color Outfits by 
Craftint-Devoe. They’re proven hits for 
Holiday selling. Perfect for the pro- 
fessional or amateur artist.....they 


sell.....sell..... SELL! 


io Crafitint —_— 


NEW YORK ° CLEVELAND ° CHICAGO 


1615 COLLAMER AVENUE ° CLEVELAND 10, OHIO 


record-breaking, 





REETING CARDS 














NOW IS THE TIME TO TIE IN! 
ee 

Yes, now is the time. It’s more profitable than ever to 
tie in with Norcross . . . because Norcross is doing even 
more to help you sell at a profit. 

Now, and continuing throughout the year, full-color 
pages in Life and Ladies’ Home Journal . . . two of 
America’s most powerful selling and merchandising 
magazines . . . will carry Norcross advertising. More 
than 23 million American women read and believe in 
every issue . . . women in the higher-income, better- 
educated classes . . . the women who buy Norcross! 


Take a look at this schedule of 
full pages and double spreads...all in 
FULL COLOR 


Everyday Cards 
Personalized Christmas 
Cards (spread) 
Christmas Gift Wrappings § 
Solid Packs and 


Boxed Assortments 


LADIES’ HOME JOURNAL 
hs leila a Dethh Be AAEE EIER, « SBES 


Personalized Christmas 
Cards (spread) 


Christmas Gift Wrappings 


Nov. 


Dec. 


and continuing through '57 
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Maybe you've already seen the first ads. If you haven’t, 
pick up one of these magazines. See how the new Norcross 
campaign works for you. You'll see how it sells . . . not 
just greeting cards in general . . . but the quality of 
Norcross products. See how it sells your wide selections, 
your complete displays of Norcross merchandise. 

Find out, right now, as dealers everywhere are finding, 
how profitable it can be to “get on board”’ this powerful 
advertising .. . by making your store known as Norcross 
headquarters. 


On request, Norcross will mail you free point-of-sale 


promotion kits containing all the material you need to 
tie in with these advertisements. Order these kits from 
your Norcross salesman now. Be sure you're ready 
before the next ad appears. 


THERE'S ALWAYS SOMETHING 
NEW FROM NORCROSS... 


New Striking Trade Mark 
epee 


The new Norcross trade mark is bold 
. . . distinctive . . . eye-catching. It 
makes the buyer remember. The public 
will learn to recognize it at a glance. 


Norcross plans to use it always...and pyorcrRoss 


so should you. 


New Slogan for Cards! 


“Say the things you want to say.”” People look for cards 
that say what they want to say and say it better than 
they themselves can. We found that out by polling a 
large sample of American women. So our slogan sums 
up those thoughts: “Say the things you want to say.” 
This slogan works, because it means something to 
the buyer. 


New Gift-Wrapping Slogan 

ne ltt 

“Wrap your gifts in beauty.” A beautiful slogan for 
beautiful wrappings. It will be featured in all gift-wrap- 
ping advertising and promotion. 


New Slogan for Signature Notepaper 
Re 

“Right for you and informal, too!’’ In a few words, the 
whole story of Norcross Signature Notepaper .. . that 
it’s the right paper, the polite paper. That its informal 
air is always in good taste. 


New Revealing Research Facts... 


a 
Only for You 


National survey answers questions like: How many 
women send greeting cards? Who and where are these 
women? How much money do they spend? Most current, 
accurate information available. Only Norcross has it. 
Available only to Norcross dealers* to help serve your 
customers better. 


*If you are not yet a Norcross dealer, this information is 
available on special request. 


NORCROSS GREETING CARDS 
244 Madison Avenue, New York 16, N. Y. 


© NORCROSS, INC. 


GREETING CARDS 












Colorful Bookmark 


A colorful bookmark called “Lin- 
da, the Bookworm” has been de- 
signed by the Linda Shop, Glencoe, 
Ill. 

Made of a fine grade of black 
felt, the bookmark has a _ wavy, 
flowing design and its head is dec- 
orated with multi-colored spangles. 
The over-all length is 9-inches. Re- 
tail price is $1. 





Identification Nameplate Press 

A new, compact machine for stamping 
individual letters and numbers on all types 
of identification plates and tags is an- 
nounced by the Clearview Co., New York. 

The new Clearview Nameplate Press is 
a marking machine for stamping special 
code numbers and information on perma- 
nent identification plates and tags which are 
then attached to property and equipment, 
such as tables, chairs, machinery and type- 
writers. 


Globe Bank Desk Set 


The Lindenware Com- 
pany, New York, an- 
nounces its newest addi- 
tion to the ‘‘Pen-O-Rama” 
line. It is the number 307 
World Globe Bank Desk 
Set. It is complete with 
a lock and two ball-point, 
tapered desk pens, which 
take any standard refill. 





The frame is brass plate metal. 
The set will retail for approximately $2.00. 


Countess Postal Scale 

A new model has just been add- 
ed to the Pelouze line of postal 
scales, Pelouze Manufacturing Co., 
Evanston, Ill., has recently an- 
nounced. Called the “Countess”, 
the scale is a two pound version 
of the one pound “Princess” and 
is expected by the firm to join 
its smaller counterpart in becom- 
ing one of the fastest selling 
postal scales in the country. 

The “Countess” has a two tone 
enamel-finish, plastic base and a 

chrome platform with diamond 

strip pattern. The “Countess” easy-to-read dial indicates post- 
age for all classes of mail, including parcel post by zones. 
An exclusive Pelouze feature points out the mileage range for 
each postal zone. 
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Miniature Safe 


A small safe that can 
be installed anywhere, 
has been introduced by 
the Miller Lock and 
Safe Co., Trenton, N. J. 
Called Safeguard Safe, it 
offers unusual advantages 
and is claimed by its 
maker to be a much bet- 
ter answer to the safe- 
keeping of valuables than other models offer. 

Safeguard Safe’s big feature is in an anchored floor 
plate which makes the safe an actual part of the floor. When 
the combination lock is turned a bolt slips through the 
safe’s frame into the anchored plate, securing the safe to 
the floor. 

Available in two sizes, five by six by 12 inches and 
four and a quarter by five by six, the safe retails for $19.95 
and $9.95 respectively. 


Colored Pencil Sharpeners 

Following the trend of modern office decorative colors, 
the C. Howard Hunt Pen Company, Camden, N. J., has an- 
nounced that their Boston Champion Portable Pencil Sharp- 
ener is now available in green, blue and sand tones. These 
colors are in addition to the standard gray. 

The Boston Portable machine is expected to gain wide 
acceptance for the stationer interested in developing special 
markets. 


Northwest Desk Introduced 

As its exclusive feature, the new 
Northwest desk, made by the 
Northwest Metal Products Co., 
Green Bay, Wisc., has a “V” ex- 
panding drawer, with adjustable 
front tension, and a tilt-back fol- 
lower that, with expanding front, 





provides “V” work space. 

The new desk has satin chrome hardware, high pressure 
laminated or linoleum top, center drawer—all drawer lock, 
combination finishes and standard colors of gray and green, with 
pastel shades available. 


New Protectall Safes 


Streamlined, color-styl- 
ed record safes were in- 
troduced by  Protectall 
Safes, Division of the 
Mosler Safe Company, at 
the NSOEA Convention 
in Chicago. 

The outstanding  fea- 
ture of these safes is the 
“Counter-Spy” dial which 
permits only the person working the dial to see the numbers. 
Other advantages are a relocking device, a redesigned es- 
cutcheon plate and availability in five decorator colors. 


(Continued on Page 36) 
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$ 33:00 


ORDER THROUGH | 
YOUR WHOLESALER =| Write It Only 


DOME PUBLISHING CO., INC. 








IT FITS ALL TYPES OF BUSINESSES! 


Dome is your best money maker because: 


‘* You make the same giant profit on each 


sale . . . original and repeat .. . you sell a 
complete book each time . . . NO REFILLS. 


¢ Reduces your inventory investment. 


* Takes less than a foot of counter space... 
dynamically packaged in a compact self-selling 
display unit. 


* Helps you sell through cooperative advertis- 
ing and FREE dealer aids, advertising mats and 
point of purchase displays. 


* It has a big consumer demand. 


RETAILS FOR 
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When ordering Dome / 


a Ss 
Simplified Bookkeep- / ROL toy 
ing Record, be sure ey 
to include your or- 
/~=. 


der for the Dome 


EACH 





Once” Short-Cut 
Payroll Book. 


THE DOME BUILDING 
357-361 CANAL ST. e PROVIDENCE 3, R. |. 























FELT TIP PENS! 





A Complete Line of 
Felt Tip Marking Tools... 


that will meet all the marking, drawing and la- 
belling requirements of every one of your custom- 
ers. There are Standard Flo-masters, Advanced 
Flo-masters, King Size Flo-masters ... the newly 
introduced Cado-marker...and a complete line 
of inks, tips and cleaners. 


oo 














Manufactured in a 


Brand New Plant... 


at Carlstadt, N. J., by modern equipment and 
production methods that have permitted us to 
improve the quality and quantity of our product 
—to help you serve your customers better and 
faster than ever before. 


© 














Uniform Packaging... 
Flo-master units are attractively packaged to 
permit effective display, better inventory control, 
quick identification and increased eye appeal. 





eeee 





Supported by National 


Advertising... 


in leading publications throughout the year. Each 
ad keeps selling your customers and prospects 
on Flo-master’s complete line of quality felt tip 
marking equipment. And remember, each and 
every ad directs them to buy from the stationery 
dealer — sending customers to you! 














As marking importance progresses, more and more 
people are specifying Flo-master Felt-Tipped Pens 
— for lasting service and value. That’s another rea- 
son why Flo-master continues to be the preferred 
felt-tipped pen... why, year in and year out, it 
pays —and pays well — to sell Flo-master! 


Flo-master 


CUSHMAN & DENISON MFG. CO. 
Dept. T., 625 Eighth Avenue + New York 18, New York 











Look at these PLUS features 


in terms of your calendar sales 


TT. 















Magnifying window THAT |! — 
REALLY MAGNIFIES the yearly 4) 
calendar. 





* 


Exclusive, patented “Keyhole 
slot’ — only one turn of the 
screws unlocks the top-plate 

. @ tangible selling point 
that makes Ever Ready 
selling easy. 




















High quality bond paper — 
sharp, 2-color printing. 














Choice of page heads for 
your customers. 























Molded plastic base—attrac- 
tively styled and equipped 
with securely fastened rub- 
ber desk-top bumpers. 











Ever Ready is the only REALLY complete 


#55 — The Duplex 
line of desk calendars on the market today. 


*WARN | NG! Ever Ready is the only desk * Ever Ready calendars build customers, not just sales 


calendar with the “Key-hole” slot . . . a patented feature 


which cannot be duplicated. * Ever Ready is a complete line: from the loose-leaf 
i 7 double page utility to the executive deLuxe and gift 
The “Key-hole” slot makes stub removal and refilling stvles 
quick and easy . . . no fussing around with long screws - 
. no need to take the plate assembly apart to discard * Ever Ready offers you practical, hard-selling dealer 
old page stubs . . . a real time-saver for your customers. promotion material 


* In service, quality of product and pricing structure, REMEMBER. If you want to sell your customer 
the dealer is Ever Ready’s first consideration the best in desk calendars, sell them Ever Ready. 


r¢0 MAPLE STREET . JERSEY city . NEW JERSEY 


— 








As you read the copy of MODERN STATIONER 
you are now holding in your hands, do you take 
for granted the wide variety of useful informa- 
tion you are finding in it? 


If you stop to think about it, you might well 
wonder how, month after month, you are able 
to find so many different ideas you can use, 
so much news, so many pictures, such compre- 
hensive product and market information, so 
much of the human side of the stationer industry. 


To use a well-worn phrase, “it isn’t easy.” There 
is no mysterious formula that brings all of this 
‘Fa} material together in one issue of our magazine. 
* How we do it is very simple: We just plain go 

out and dig for it. 

MODER 
/ / e 
AND OFFICE EQUIPMENT DEALER 


_F) a And right there you come to the heart and core 

of DAVIDSON PUBLISHING COMPANY and 
its ten publications. We know there aren’t any 
shortcuts to successfully serving any business 
field. For a publisher to serve any industry well, 
he must give his readers concrete ideas and 
specific business information that readers can 
put to use in their own businesses. 





To present the type of material you find in the 
pages of this or any DPC magazine, our editors 
go out to Tulsa, to Seattle, to Indianapolis, to 
New England, to anywhere there is information of 
interest to you, the reader. These editors talk 
with stationers and with the stationer’s customers. 
They look over stationer operations. The notes 





— and pictures which these highly trained writers 
and photographers gather are then rushed back 
to DPC headquarters where they are refined into 
the features and news such as you are reading in 
this issue. 

ales But that’s not all. DPC specialized personnel 
undertake many other types of tasks to put 

leaf together material of interest and value to you. 

gift They attend countless meetings, do market and 
product research, initiate extensive industry sur- 
veys, make statistical compilations, employ a 

aler news gathering agency, confer with manufacturers 
and other industry leaders, study countless re- 
ports and releases. 

ner , 

dy. Then and only then do they edit, lay out and 


produce the attractive, readable pages that make 
MODERN STATIONER the leader it is. 


" DEPENDABLE * 3 NHavidson Publishing Company 
y _ SPUBUCATIONS 405 EAST SUPERIOR STREET DULUTH 2, MINNESOTA 
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is what your 
Recorts wil! look like 
in less than {5 minutes 


THIS . . . Jay See Getz, president of General Office Supply Company, Lancaster, 
Pa., retrieved this burned file cabinet from a local fire and put it on display in 
his showroom as a stark reminder of what fire loss of papers can mean. 
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(RE INSURANCE 


... for sale here 


re you taking advantage of ap 
A extremely insurance conscious age 
by selling the amount of fireproof 
equipment you should be? 

Working on the sales theme that 
when a dealer sells fireproof equip. 
ment to a customer, he is actually 
selling him fire insurance, the Gen. 
eral Office Supply Company of Lan. 
caster has substantially increased its 
sales, 

This Pennsylvania dealer makes 4 
point of demonstrating to the pros. 
pect the permanent damage to a com. 
pany’s business, which can result from 
fire loss of records. 

As a very effective “bad example” 
of inadequate filing protection, Gen- 
eral Office Supply employs a filing 
cabinet which contains papers that are 
charred black from heat. 

This unit was retrieved from a lo- 
cal fire and is displayed in a promi- 
nent spot in the store. Above this 
cabinet is a framed newspaper clip- 
ping that tells how the firm went 
out of business because of the loss 
of its records. 

“Because this fire was local, it 
brings the facts fully home,” ex- 
plains Getz. “Almost everyone in 








When you sell fireproof equipment, 

you actually supply inexpensive fire insurance. 
Using this sometimes overlooked fact as a selling 
theme, this Lancaster, Pennsy!vania 


dealer builds extra volume 
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Lancaster County was familiar with 
this successful enterprise, and to show 
how the loss of its records forced 
its closure, brings the full meaning 
of loss by fire forcefully to the cus- 
tomers attention.” 

“We feel that we really are ren- 
dering our customers a service when 
we play up fireproof equipment, such 
safes and desks with fire- 
proo! drawers,” emphasized Jay See 
Getz, firm president. “It seems as 
if very few customers ever think of 
fireproof equipment until it is too 
late. Then they bemoan the fact that 
they should have had their valuable 
papers in a fireproof cabinet.” 

Getz always asks a customer in- 
terested in a filing cabinet, revolving 
file or other equipment, exactly what 
value would be placed on the mate- 
rial to be contained therein. He then 
asks how disasterous would it be to 
them if these papers were consumed 
by fire. Upon learning their answer, 
he knows if he should promote the 
purchase of fireproof equipment. 

“Without question, everyone would 
suffer a loss if their papers were 
consumed by fire, but we want to 
learn how important such a loss would 


as files, 


OR THIS . . . Here Getz explains to the same customer the benefits of a fireproof 
file if a substantial value is placed on papers to be filed therein. 
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be to the customer,” says Getz. ‘‘Aft- 
er all, fireproof equipment sells for 
about three times as much, or more, 
than the price on regular equipment, 
and we want to know if this extra 
cost would be justifiable to the cus- 
tomer.” 

Once Getz ascertains that the cus- 
tomer would be suffering a real loss, 
he then asks a s:mple question. Would 
it be worth the difference to 
guard his papers against fire, in choos- 
ing the fireproof filing cabinet in- 
stead of the ordinary file he had 
previously considered. 

“We explain to customers that for 
the difference they are actually buy- 
ing fire insurance of a permancnt 
nature,” explains Getz. “Many times 
customers will tell us that the papers 
to be contained in a four-drawer fil- 
ing cabinet are worth thousands of 
dollars to them.” 

“Yet for a hundred dollars or 
more, they can protect these papers. 
This immediately catches the interest 
of the customer and we are at the 
start of a substantial sale in this equip- 
ment.” 


safe- 


Getz is an aggressive type of mer- 
chandiser and knows when it is the 





best opportunity to cash in on a local 
news event. Every time there is a 
fire in Lancaster County that entails 
an office, he runs an ad in the local 
newspaper, stressing the damage to 
paper work in that particular office. 

If fireproof equipment was used 
and office records are intact, he plays 
up the fact that this type of equip- 
ment saved the day for this firm. 
If fire consumed any valuable doc- 
uments, this is highlighted and an 
-xplanation of how fireproof equip- 
ment could have prevented this is 
featured. 

This type of advertising 
home.” 

In speaking of the importance of 
obtaining the prospect’s curiosity and 
interest, Getz told of a customer who 
had come in to look at a filing cab- 
inet which retailed for $110. After 
a discussion of the value of the pa- 
pers which would be kept in the cab- 
inet, he sold the customer a $320 firc- 
proof file — with the customer's 
thanks. This customer had never 
thought of fireproof equipment until 
it had been brought to his attention. 

Among the many other references 
to sales which were increased through 
this method, Getz related an incident 
when a customer came in for a ledger 
tray which sold for $25. “After con- 
sidering the importance of the accounts 
to be retained in this tray, our cus- 
tomer decided to buy a stecl desk 
with fireproof compartments for this 
material. In this way, he could keep 
them close at hand, because they were 
of a per.onal nature, yet they were 
protected against fire. This sale was 
increased to $350.” 

The firm also backs up its effective 
inside display of the fire-scorched fil- 
ing cabinet with a window display 
that uses materials supplied by a man- 
ufacturer of fireproof equipment. Sit- 
uated over a fireproof safe is a red 
light which flashes continuously. The 
flashing light gives full impact to the 
sign which says, “Every time the light 
goes on, there is a fire somewhere 
in the country. And disaster will strike 
if important papers and documents 
are burned up.” 


“sinks 








POUND MIXTURE 
sells boxed stationery 





This is one mixture of pound paper and boxed stationery 
on display that odds to the stationery sales at Duniap’s. tive stationery boxes, popular with the 


G. E. Walton, Manager, and on open display of gift-sug 


Here's the story of a Texas store which found that 
mixing boxed stationery and pound paper in a 


single display tends to increase sales of both 


MODERN STATIONER, DECEMBER, 1956 











S" 
k 
merc 
ly fi 
Dun 
A: 
agres 
origi 
store 
the 
pour 
item 
‘7 
per 
pape 
G. 
stati 
ry 
tive 
Or : 
In e 
a be 
AV 
mer 
rack 
sale: 
satil 
of i 





cl 


1956 


E 
d 
i; 
x 
4 
¢ 
ia 
a 
2 
x 
Ka 
my 


Baw ers 











—_— suggestion to the customer 
by the proper placement of the 
merchandise has paid off handsome- 
ly for the stationery department of 
Dunlap’s in Lubbock, Texas. 

As proof that people are generally 
agreeable to more purchases than they 
originally intended before entering the 
store, this department has increased 
the sales of both boxed paper and 
pound paper by the display of the two 
items together. 

“Mixing boxes in with pound pa- 
per in a staple display rack of pound 
aper increases sales of both,’’ states 
G. E. Walton, lessee and buyer of 
stationery at Dunlap’s. 

“When the customer sees the attrac- 
tive boxes, she becomes gift-minded. 
Or a special letter idea comes to her. 
In either case, it is an incentive to buy 
a box along with the pound paper.” 

Walton, a veteran in stationery 
merchandising, rates the staple display 
rack of pound paper as his greatest 
sales medium because of this ver- 
satility. Through the use he has made 
of it, both the boxed stationery and 


The spacious sales area and inviting displays in the stationery department are in- 
cluded among the sales-boosting ingredients. 
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the pound paper have been constant- 
ly increasing in sales volume. 

One advantage of this display is 
its easy adaptability to gift ideas. En- 
velopes to match the pound paper are 
displayed here too. Underneath this 
display is the reserve stock, which is 
also in full view. 

Frequently a customer will select a 
box underneath, thus leading to multi- 
ple sales. The display on top of the 
tack, which is of convenient height, 
is kept up to certain standards of the 
department. This involves the showing 
of all colors and a complete selection 
of all designs. 

Additional stock is maintained 
under the rack in the shelves at the 
rear. The rack is attractive in natural 
wood finish of scotch grain. 

Speaking of the two major lines of 
boxed stationery featured by Dunlap’s, 
Walton is enthusiastic about the manu- 
facturers’ ingenuity used in the pre- 
sent-day design of stationery. 

He cites as an example, an artistic 
sleigh design for promotion during the 
Christmas season. “We arrange the 





item. to attract the eye,” states Walton. 
“Once this is done, the beauty of the 
stationery itself does the rest. A cus- 
tomer is almost forced to think of its 
gift possibilities.” 

Stock must be kept out according to 
Walton, to meet the demands of the 
public. He has experimented with this 
attitude of the trade and has recorded 
a 50 per cent difference in sales be- 
tween stock that is out in the open as 
compared to the merchandise which is 
not so arranged. 

The stock handled in the former 
manner moves this percentage faster. 
Stock that open, notes Walton, meets 
the two types of buyers of stationery. 
First, the customer who comes to buy 
with her mind already on the station- 
ery. Her primary problem is the choice 
of type and color. 

Secondly, there is the impluse buyer. 
Perhaps she was just in the department 
to pick up a greeting card. When the 
impact of the displayed stationery reg- 
isters, she immediately thinks of how a 
box can fulfill a particular need. And 
she may feel the need of some paper 
for her own home use. 

Keeping stock out also meets the 
psychological attitude of the economy- 
rich residents of Lubbock. And it ties 
in with the natural arrangement of 
counters, fixtures and displays. 

The entire theme is self-selection. In 
many cases, the customers serve them- 
selves completely. 

At Dunlap’s, it has been found that 
the majority of customers in stationery 
are women, and that they either get 
used to buying a particular style, or 
else they prefer to change with the 
items shown. 

An adequate display, Walton points 
out, takes care of both types. If a 
customer desires help in her selection, 
a trained salesperson is at hand to 
give that help. But in most cases the 
shopper selects her own color and even 
her own cashier, In some instances, an 
item is selected and the sales person 
is asked to provide it in a desired 
color. 

Commenting on his steady month- 
by-month increase in stationery sales 
through the mixture of boxes with 
pound paper in department displays, 
the manager attributes it to the fact 
that it gives the customer an instan- 
taneous selection suggestion which she 
acts upon immediately. 








Does Everyone Know 


About Your Move? 


Notification to the public of your move is just as 
important as the selection of the new location. This 
Pennsylvania dealer used extensive publicity to inform 


his customers and prospects 


—— expansion often necessi- 
tates a complete relocation be- 
cause of the lack of space in the busi- 
ness centers. 

Any firm contemplating a move of 
this nature, should include in its pre- 
paration, a budget allowance for the 
notification of all of its customers. 
past and prospective. 

When the Valley Typewriter Ser- 
vice of Sayre, Pa., was confronted with 
the situation of a transfer of activities 
from the downtown business district 
to a location a half mile away, wide- 
spread publicity, both before and after 
the move, was considered of extreme 
importance. 

Customers of 1956 demand conven- 
ience in shopping and parking, but 
with the Desmond Street store re- 





The new Valley Typewriter Service store attracts attention 
with this modern slanted-glass window front. An upstairs 
apartment is rented out to help meet the operating costs. 
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about his relocation 


stricted as to space, Mr. and Mrs. D. 
W. Wible decided a move was the 
only answer. 

Since repetition is half the secret of 
successful advertising, the couple start- 
ed publicizing the move before the 
actual event and kept it up for several 
months after they were in the new 
site. 

Inexpensive paper signs covering the 
upper portion of the old store an- 
nounced the new location and date of 
transfer, The signs were used two 
months prior to the move, and left 
there until the store had a new oc- 
cupant, 

As traffic stoppers, these signs were 
also beneficial advertising while the 
Wibles were still in the old store. 

Advertising over radio _ station 


VALLEY TYPEWRITER SERVICE 


18 PLEASED TO ANNOUNCE 
THEIR OWN NEW STORE AND OFFICE LOCATION 
at 


416 Brevenson Grecer - Gaver, Pa 


NEW AND LARGER QUARTERS 


WATS reached its peak when the hus- 
band and wife team was interviewed 
for 15 minutes in what was considered 
primarily a local news story. Prior to 
this, the store had used four spots a 
day of one and one-half minutes each, 
plugging one item at a time while tell- 
ing of the new location. 

This method was used for two 
weeks before the change and a few 
days afterwards. The time has since 
been cut to one spot, with 8:00 to 
8:30 in the morning considered the 
best time for listening by prospective 
customers such as students, secretaries 
and businessmen. 

Heavy newspaper ads in the local 
daily and surrounding dailies and 
weeklies covered the area. Usual space 


(Continued on page 41) 





Office furniture, equipment and supplies are shown on the 
sales floor of the new building. 
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B eing the oldest established station- 

ers and printers in Australia has 
not resulted in John Sands, Proprie- 
tary, Ltd. of Sydney acting slow in 
modernizing their store to meet the de- 
mands of 1956 business. 

With a new store front completed 
early in 1955, the directors of the 
119 year old company decided a com- 
plete interior remodeling job was nec- 
essary also. Timber in “Silver Ash” 
was chosen for the complete shop fit- 
ting furniture, finished in full polish 
in gray. 

The complete work features en- 
larged display area, as well as a center 





the hus- island in the rear of the store devoted 
prviewed solely to greeting cards. 
nsidered Founded in 1837 by John Sands, the 
Prior to firm has occupied its present location 
spots a Emphasizing display of all items in this view of the recently remodeled store of at 41 Druitt Street for the past 108 
tes each John Sands, Proprietary, Ltd., printers and stationers, Sydney, Australia. The decor a 
hile tell. of the store is matched to fixtures of silver ash in polished gray tone. yeats. 
for two 
' a few I - - 
as since 
cal Australian Stationers 
ered the - 
- ed 
spective 
cra Complete Modernization 
he local 
ies and 
1al space 
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THE 
MODERN 
TREND 


Catering to card customers is the cen- 
ter island devoted solely to greeting 
cards. It is located in the rear of the 
store. Established in 1837, the firm has 
been in this building for the past 108 
years. 
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First stop for the old piece of furniture is this paint removal 
room where all of the old paint and varnish are stripped 
from the article. 


All of the necessary tools for remodeling and refinishing 
furniture can be found in this second floor woodworking 
shop of the Salt Lake Desk Exchange, Salt Lake City, Utah. 
Custom-built as well as remodeled furniture is produced here. 
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RECONDITIONING 
Paves Way 


Originally operating solely as a used office furni- 

ture store, the reputation of the refinishing depart- 

ment of the Salt Lake Desk Exchange has led the 

way to the sales of many “custom-built,” as well 
as a large volume of new items 


decided shortage of used furniture in the Salt Lake 

City area attests to the spectacular success of the 
refinishing department at the Salt Lake Desk Exchange. 

Probably nowhere in the office furniture retailing 
industry is the importance of complete furniture refin- 
ishing equipment better exemplified than here, even 
though the expansion of sale of new items now pro- 
duces about 85 percent of the year’s gross volume. 

Originally founded in 1930 by Lou Slagle, solely 
for the operation of refinishing and selling used furni- 
ture, the firm has continued to maintain a top ranking 
spot in this category ever since. 

By virtue of an almost continuous remodeling pro- 
gram through the past ten years, the Salt Lake Desk 
Exchange has become one of the largest stores in the 
Mormon Capitol and an important factor in the trend 
toward “high styled desks’’ and functional units which 





After the article has been worked over, sanded and smoothed, 
it is sent to this paint booth where the new finish is ap- 
plied. Paint is sprayed on first, then a touch-up is done 
by hand to obtain a “factory finish.” 
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OFFICE FURNITURE 
for Custom Work 


have made their appearance in re- 
cent years. 

Most of this steady growth is cred- 
ited by Slagle to the finishing and 
repair department, which occupies the 
building’s second floor. 

Here, in three large rooms, the 
company has developed a refinishing 
plant complete enough to permit the 
store to merely resurface the top of 
a desk, or to “start from scratch” with 
the construction of a complete func- 
tional office unit. Both are taken in 
stride and it is this flexibility which 
has led Salt Lake Desk Exchange in- 
to the custom field. 

Facilities in the repair and refin- 
ishing department include a 20 by 
25 foot woodworking shop equipped 
with a score of power tools, drill press- 
es, saws, planes, lathes, routers, jib 
saws, belt and disc sanders, metal re- 
finishing equipment and other neces- 
sary equipment, with a crew of five 
veteran employees operating them. 

Also incorporated is a complete 


Expanding from a refinished firm concerned only with used office furniture, the 
company now also specializes in custom-built jobs like the desk shown above, 
constructed from steel and Formica. 
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stock of both hard and soft woods 
in various finishes and grains, large 
enough, that in instances where it is 
impossible to refinish a damaged pan- 
el, leg or drawer, the shop can sim- 
ply turn out a new piece altogether. 

Veteran employees with a flair for 
real ingenuity in making changes are 
among the Salt Lake City dealer's top 
ranking assets. 

Frequently, for example, the firm 
has been faced with the problem of 
“off brand” or “ersatz” office furni- 
ture manufactured during the war. 
This is put in fully usable, eye-appeal- 
ing shape by disassembly, remodeling, 
replacement and addition of new 
sides, drawers and hardware. 

Listed as experts in the art of 
cabinet making, the two men who 
work in the paint removal and paint 
spray boothes, along with the five 
employees in the woodworking shop 
can all exchange operations, as neces- 
sary with no loss in skill. 

The refinishing department, as 





might be expected, functions not only 
for the appearance reconditioning of 
used furniture taken in trade or 
brought in for resale, but likewise, 
for the appearance reconditioning of 
customer-owned furniture. 

In the latter case, all elderly furni- 
ture, when received, is carefully in- 
spected, an estimate made up, tele- 
phoned to the owner, and upon his 
approval a work order made out. 
Then the article follows the 
refinishing procedure. 

In most instances, the first stop 
for an old desk, for example, is the 
paint removal room, where, using 
acid, sandblast, wire brushes and oth- 
er methods, the original varnish, shel- 
lac or paint finish is removed down 
to bare wood. At the same time, all 
hardware is removed and the desk 
is inspected for corrosion, cracks and 
breakage. 

The paint removal room is an area 
large enough to accommodate two 
desks at once, if necessary, along side 
the woodworking room. Immediate- 
ly adjacent to it is a similarly sized 
room for spray-painting the finished 
products. 

After the old finish has been re- 
moved and the desk has dried, it is 
thoroughly sanded down in the work- 
shop, and holes, cracks and bad dents 
are filled in with plastic fillers until 
the entire surface is smooth. 

Moving back to the paint shop, the 
furniture is given several coats of 
whichever finish is approved and then 
is given a slow, careful drying with 
hand touch-up as required. 

In most instances, Salt Lake Desk 
Exchange receives a better price for 
its refinished office furniture than 
usual, primarily because of the deluxe 
“factory finish’” which is always 
achieved. According to Slagle, there 
has never been any hesitation on the 
part of the customer to pay these 
rates, so well established is the firm’s 
reputation for first class, dependable 
refinishing. 

An additional aspect which the re- 
finishing department has brought 
about, is a heavy load of maintenance 
refinishing carried out for the local 
electrical utility, gas utility and tele- 
phone company. 

At no time, however, have there 
been “flat rates’” or contracts of any 
sort, even in this field. Instead, each 


Same 


(Continued on page 40) 
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The effectiveness of your salesmen may 

be crippled by the lack of sales aids which should 
be furnished by you. 

Dr. Lapp reviews some of the aids and 
equipment which many salesmen have found 


useful to their sales presentation 


Sy C. L. Chuck Lapp, Ph. D 


Consulting Editor, MODERN STATIONER 


Do You Supply Your Salesmen 


At you giving your office supply and stationery sales. 
men enough equipment and aids to assist them in 
their selling effort? 

Self-management is an essential quality in an out- 
side salesman, yet in some cases this may be over em- 
phasized to the point that the outside salesman may fail 
to get adequate support, by means of equipment and 
sales aids, in maintaining a thorough selling program. 

There are numerous sales aids, so it would be im. 
possible and foolish to use them all. However, a brief 
check of what you give your salesmen and what they 
don't have, might result in coming up with just one 
item that would increase their selling effectiveness. 

In considering the different aids which may help 
outside men, there are certain ones which successcful 
salesmen find most useful. 


Business Cards 

Business cards, which your salesmen carry, can do 
an important job for your company and an even more 
valuable one for the salesmen. 

When a prospect sees a salesman’s name and the 
name of the stationer and office equipment dealer rep- 
resented, he is more apt to get both names right, and 
what is more important—to remember them. 

A decision should be made as to whether the busi- 
ness card should be cold and formal, or more colorful 
with advertising and promotional copy, or even whether 
a card of a novelty nature will best serve the purpose. 

Certainly you must have the telephone number of 
your company on every card. Not many orders will 
be received by just leaving a card, but there will usually 
be enough to make it worth-while. In some establish- 
ments, the card may, with the permission of the buyer, 
be tacked near the telephone as a handy rem:nder that 
in the event of an emergency order, you are in the busi- 
ness and would like to service the customer. 

A St. Louis company has developed a calling card 
which customers and prospects cant possib'y lose. 4!: 
card is printed on pressure sensitive paper. After asking 
permission (and assuming permission is granted) a sales: 
man can bend back a tab and pull off a backing, so 
that the card with an adhesive back may then be slapped 
on a phone book, on the wall or on a catalogue. 

This type of card assures that the name and com- 
pany of the salesman is readily accessible when some- 
thing in line of 
purchase. 


products is being considered for 


Sales Letters 
Too many salesmen feel that they can sell only in 
face-to-face contacts with the buyer. 
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with the Proper Equipment? 


Time which can not always be spent in front of 
a buyer, can often be made to pay off, if you can get 
your salesmen to write a brief letter to a prospect or 
an account. The theme of such letters may be a price 
change on some product, the introduction of a new 
office supply item, some new use for a product, or just 
a reminder that their business would be appreciated. 

The immediate importance of such a letter is to 
place your name and line in his thoughts, with the indi- 
cation that you are keeping his needs in mind, and 
want to assist him in keeping ahead of the game. 

A letter following an order which is sizeable, some 
unusual courtesy or merely to congratulate a buyer on 
something that has happened to him probably won't get 
an immediate sale, but will usually have long term good 
will building value. 


Printed Material 

Salesmen should mail along with their sales letters, 
printed material furnished by the manufacturers. This 
material, because of respect for the printed word, will 
often tell a sales story more effectively than a salesman 
can with a lot of conversation. 

One stationery salesman recently said, “When I have 
a difficult item to present, I often just hand a prospect 
the printed material on the product and ask him to 
read about it himself.” 

Another value of this printed matter lies in the 
fact that it can be left with the prospect as a silent 
salesman, calling his attention again and again to the 
new product. Since many sales of new items are not 
made on the first call, why not let the manufacturer's 
material make your prospect more receptive to a sale? 


Catalogues 

Catalogues, or at least mimeographed sheets, of 
products sold and prices will remind a salesman to do 
a more complete job of encouraging him to try to sell 
more items in the line. You may find if catalogues are 
printed or mimeographed in sufficient quantities that one 
can be left with good customers and prospects and such a 
little thing will result in additional business. 

Salesmen should be encouraged to check the catalogues 
and/or price lists in the hands of buyers to make cer- 
tain that the latest material is always in the hands of 
all prospects and buyers. 

It may prove advantageous to distribute a few cat- 
alogues further than the buyers, so that the employees 
actually using the equipment may keep appraised of all 
the new developments. Through requests for additional 
or new articles to the buyer, this can increase sales by 
virtue of its indirectness. 
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Samples 

A product in a salesman’s hand will often start 
off the sales interview on a positive rather than a neg- 
ative note. Unfortunately it is often necessary to en- 
courage your salesmen to carry samples. 

If each salesman carries a different sample with 
him as he calls back again and again, it is a subtle 
way to remind the buyer of the many items you sell. 

Another effective method is to leave a sample with 
the buyer. If a salesman returns and even finds that 
the sample has never been tried, it gives him another 
opportunity to talk about the item. 

Perhaps the most important reason for carrying sam- 
ples stems from the opportunity to avoid a time consum- 
in talk about the product, when the buyer can see what 
it is and what its feature value to him may be. 


Brief Cases and Sales Cases 

Have you looked at the brief cases or sample cases 
your men are carrying recently? Are they a plus factor 
or a detracting factor? Good looking cases is not the 
sole answer. 

Salesmen must be encouraged to keep their cases, 
samples and any cquipment well organized—both what 
they carry and what they keep in their cars. A buyer 
who must wait for a salesman to find a price list and 
then his order book becomes somewhat annoyed when 
it happens again and again. 

Sales aids and equipment can do much to add to 
a salesman’s effectiveness if they are kept up-to-date 
and he uses them properly. On the other hand such 
aids may even detract and make him somewhat less ef- 
fective if insufficient attention is given to their selection 
and use. 

Just as a salesman may be judged by the clothes 
he wears, nothing would seem more incongruous than 
an impeccably dressed salesman who takes his presenta- 
tion material out of a tattered brief case. 


Proper Use of Sales Aids 

Just handing the salesmen the previously mentioned 
aids does not complete the job. 

Time must be spent determining how the aids can 
best be used to fit the particular situation. Merely be- 
cause expensive sales aids, purchased by the company 
or supplied by the manufacturer, are at the salesman’s 
disposal, does not assure that they will be properly used. 

Through a discussion with the outside men, all 
can get the benefit of how the aid was planned to be 
used, along with suggestions from different salesmen as 
to how it may aid a certain sale. Each viewpoint should 
be considered by all to get full value from the sales aid. 
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Edison Officials 
Meet In Indiana 

Edison Voicewriter officials, 
trict managers and distributors from 
throughout the United States met re- 


dis- 


cently in French Lick, Ind., for a 
five-day planning and sales confer- 
ence, 

On hand were officials of the par- 
ent company, including Henry G. Rit- 
er, third president, as well as sales 
executives and others from the com- 
pany’s headquarters at West Orange, 
N. J., and field officials from coast 
to coast. 

Other officials from West Orange 
in attendance included Robert Oliver, 
vice president for market research; 
Dr. Donald Collier, vice president and 
director of research; and Robert Ab- 
bott, general sales manager. 


Burroughs Receives 
Direct Mail Award 

The Burroughs Corporation _ re- 
cently received its fourth consecutive 
award from the Direct Mail Advertis- 
ing Association. 

The association, meeting in New 
York City, presented the “Best Direct 
Mail” award to Burroughs in the cat- 
egory of “creating more effective per- 
sonal sales contacts.” 

Burroughs will furnish six copies 
of its award winning entry to the 
association for its traveling libraries. 
These libraries are sent all over the 
world and are available to universities, 
businesses and advertising associations 
who want examples of well-planned, 
high-quality advertising. 


Sleeper Reelected 
By Marking Association 
Henry Sleeper, Sacramento, Calif., 
was reelected president of the Mark- 
ing Device Association at a board 
of directors meeting on September 18. 
Other officers elected were: Paul 
E. Heidemann, vice president; Don 
E. Forrester, treasurer; Dave Ster- 
rett, assistant treasurer; and Elmer 
F. Way, secretary. 
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Gregory & Leonard Office Equipment Company is the name of the ex- 
panded organization following the recent merger of two Detroit companies, Leo- 
nard’s Office Supply & Equipment Company and W. B. Gregory & Son, Inc. 

The merged operation, representing some 60 years of combined experience 
in the office equipment and printing fields, will continue in the four present 
locations. When a central warehouse is occupied by the company, the present 
retail stores will be expanded. 

HaroLp B. SPEICHER, former president of Leonard's, will serve as president 
of the merged organization, with W. B. Gregory II as the chairman of the board. 

* * % x 


The Sid Linder Company, 14 West 23rd Street. New York City, has been 
appointed as sales representative for the Lindenware Company, 51 Green Street, 
New York City. The company will handle the ‘Pen-O-Rama” line and other 
stationery and gift novelties made by Lindenware. 

x * % 


The promotion of HERBERT HAHN from assistant to advertising manager was 
announced recently by the Old Town Corporation, 345 Madison Avenue, New 
York City, manufacturer of inked ribbons, carbon papers, duplicators and dup- 
licating supplies. 

x x * % 


Millington Lockwood, office equipment suppliers of Buffalo, N. Y., are 
planning a major restyling job, according to an announcement from HuGuH D. 
WHARTON, JR., president of the firm. 

Ken White Associates, industrial designers, have been retained to plan and 
coordinate the venture. Listed by KEN WHITE, president of the design organiza- 
tion, as a key factor in the remarkable changes in the look of office interiors, is 
the increased influence of women in selecting items of furniture. 

% * * % 

A new Topeka corporation, Thacher-Hall Inc., has resulted from a merger 
of the Hall Stationery Company and the office supplies and equipment division 
of Thacher Inc. 

President of the new firm is E. P. Murpny, 
general manager. Thacher president PHIL 
and treasurer of the corporation. 

The merger which did not include the Hall Company's corporate structure, 
but just the assets, brings together the oldest stationery compahy in Kansas and 
the largest office equipment firm in the state, according to Murphy. 

% * # % 


DonaLp C. Birp has been appointed as manager of Globe-Wernicke’s West 
Coast warehouse at Emeryville, Calif., by R. H. HAMMER, president of the Cin- 
cinnati firm. 

A native of California, Bird succeeds Fred M. 
an automobile accident in July. 

% * % x 


Minnesota Mining & Manufacturing Company has announced the promo- 
tion of WILLIAM E. GRIFFIN, JR., to sales manager of Magna Crest Sales, Inc., a 
3M _ subsidiary. 

Griffin, who for the past year has been eastern regional sales manager for 
3M’s reflective products division, will headquarter in New York City. Magna 
Crest Sales, Inc. specializes in the sale of ‘Thermo-Fax” brand office copying 
machines and papers. 


Thacher vice president and 
THACHER is the chairman of the board 


Foster, who was killed in 


% x * 


B. W. KNotTT is now general sales manager of the Arnot-Jamestown Divi- 
sion, Aetna Steel Products Corporation, according to an announcement from that 
firm. 

Formerly concerned with the sales; GERALD FRENCH is now working entirely 
with product development and manufacturing for the company. 

* % * & 


ALBERT H. SAMPSON of the White & Wyckoff Manufacturing Company, 
Holyoke, Mass., passed away on October 13. 


Mr. Sampson has been associated with the social stationery and Christmas 
card company for over 40 years in the advertising and sales promotion department. 
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New Social Security Tax, 
Effective January 1, 1957, Gives You... 
Our Customers say... 
‘THIS WILL BE 
A KEM CARD 
CHRISTMAS” 
- | Social Security & 
“a Withholding Tax 
ent Charts 
sent 
Our Fall and Christmas 
am orders have been the largest 
spi we have ever had in our 
” Double deck 20 ae history. Toke advantage 
: - 1 $7.50 of this trend . . . display a rep- 
— cpiantetie resentative choice of designs . . . show 
the gay new, removable Gift Sleeve. 
And remember—one sale of Kem 
was Plastic Playing Cards means at least three 
‘a other interested customers for Bridge, Pinochle, 
Jup- Canasta and many other 4 player games. 
NIVZ/ 
| Saree 2 
2 Kt Sell to Every Office...Every Payroll 
D. e 2 | 
Lil] KEM PLASTIC PLAYING CARDS, INC. Department...Big 50% Profit! 
and 585 Madison Avenue, New York 22, New York Effective January 1, 1957, the social security tax of 
"i 2% changes to 214%, requiring all employers to 
sts ae . make new deductions from employee’s earnings. 
Bigsest Name in Stamps—Best Bet for Sales! The revised DELBRIDGE Social Security & With- 
rger 1957 STAMP holding Tax Charts contain these new changes in- 
s20n 5 C Oo T T’ S CATALOGUES cluding withholding tax deductions. Each set of charts 
nl U retails for $3.50... you make $1.75 or a 50% profit! 
oard ——— Tell your tea about the rate change so they 
can remind customers—then start taking orders! 
_ Standard Standard Don’t pass up this rare opportunity to boost profits! 
Catalogue c 
! ge ly DELBRIDGE h 
a Vol. | Only DEL Tax Charts 
-— | ew Nol. | | Offer All These Selling Points! 
im | men 0 af ese Selling Points! 
(U, og ritisi 
§ Commonwealth (Europe, @ Shows ae social security and withholding tax 
® semen Asia & deductions! 
omo- naibeaelt Africa) @ Faster than hand or machine figuring! 
Cy, a @ Cuts costly computing errors! 
P @ No skilled help or experience needed—so easy 
F or | 
tie: § anyone can do it! 
agna @ 5 | @ Four separate editions cover all payroll periods: 
ying 2 $ 00 $6.00 (1) Weekly (2) Bi-Weekly (3) Semi-monthly (4) 
Monthly. 
Divi & @ Two-color printing and large, bold type, makes 
oe ¥ Standard Catalogue, Combined Edition cpertie omy ant otigae we : 
$ Vols. | & Il (bound together)... $9.50 | @ Tab indexed for quick, easy locating of employees 
irely 4 earnings! 
Specialized U. S$. Catalogue ..................--.....-00.00e-0---- $3.50 @ Spiral binding—pages always lie flat! 
@ Page size 7” x 7”. Small... compact, doesn’t hog 
ony, Order today from your jobber! desk space! 
Siiiar Miia ‘Ota @ Handsome... durable... blue leatherette cover! 
inue 
tmas Write today for catalog pages, envelope stuffers! 
nent. 
sell DELBRIDGE CALCULATING SYSTEMS, INC. 
: Pre-Calculated Tables for Business & Industry Since 1890 
i Stamp Albums talogues 
x, 1956 reg ee ‘ rs ae se" 2502 Sutton Ave. ° St. Lovis 17, Missouri 
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Autopoint Obtains 
Special Consultant 

Autopoint Company has retained 
Robert E. Wright, Senior account ex- 





and public rela- 
tions firm, as spe- 
cial consultant in 
the marketing of 
their stationery 


sommes ecutive of Bozell to a new Buick to 
& Jacobs, Chic- Milton Stone and 

. Samuel Newman, 

ago =. advertising Sone + Semen, 


H. A. Savage, left, 
general manager of 
Lit-Ning Products, 
presents the keys 


New York City rep- 
resentatives, who 
won the sales con- 
test for the highest 
increase over 1955. 








par 
products. of 
Wright has - 
Wright been —_ associated ? 
with the stationery business since = ; : 
1946, in positions with Cushman & machines was conducted by the Clary office and factory executives from KI 
Denison Company, Marsh Stencil Corporation for California dealers Oc- San Gabriel, Calif. . By 
Machine Company and Fisher Pen tober 8 at Palo Alto. . Speakers at the sessions included y 
Company. Newest clectronic methods used in Rollo Asmussen, production manager; : 
factory tests were described as part of Milton Scozzafava, assistant chief en- sal 
Clary Holds the program covering engineering,  gineer; Robert Johnson, dealer service He 
Dealer Meeting production, servicing and sales of the manager; A. F. Sammet, director of A 
The first of a nation-wide series of | company’s products. sales finance; W. H. Petit, Jr., as- - 
meetings with dealers to present the W. E. Watkins, Clary dealer sales sistant dealer sales manager; and A. ide 
company’s new four-point program of manager, presided at the initial con- A. Hutchinson and R. T. Kelly, dis- 
rigid quality controls for its business ference which was attended by main trict managers. la 
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Carbon Papers 
and 


Typewriter Ribbons 


The WRITE Way 
is the SURE Way to SALES 


WRITE Carbon Papers and Typewriter 
Ribbons are long-standing favoiites with 
office managers who want the best in 
i. iN office —— for the best results from 
D boa) s. They find that WRITE’s 





them regular 








The editors of MODERN STATIONER are always 
interested in all of the news about your company and 
your personnel. They urge you to adopt the policy 
followed by so many other stationers in forwarding 


your company and its people. 
ADDRESS NEWS EDITOR 
MODERN STATIONER 


SEND US YOUR 
NEWS 


information about the activities of 


405 E. Superior St. 
Duluth 2, Minn. 

























easy-to-handle carbon papers make more 
copies, cleaner carbons, and are 
economical to use. They know 
WRITE typewriter ribbons pro- 
duce clear, crisp, uniformly 
sharp letters—and last longer, 
too. BEST-TEST is nationally advertised 
and nationally used for every past- 
ing and mounting purpose — it 
makes pasting a pleasure! 

BEST-TEST is clean — speedily ap- 
plied — will not curl, shrink or 


Sell your customers on WRITE 
. .. and they will come back 
time after time for WRITE’s 
pee A Typewriter Rib- 
bons and Carbon Paper. 


For Velume PROFITS--Feature WRITE 
Send for — ~~ end Discounts 
oday! 


wrinkle paper. Stocked by leading 
distributors everywhere. 


CURLING 


PROMPT DELIVERIES SHRINKING 


WRITE 


INCORPORATED 


420 Lexington Ave., New York 17, N. ¥. 
Factory: Bridgeport, Conn. 
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Todd of Canada Appoints 
New Sales Manager 
. Robert W. 
Geoghegan has 
been appointed 
general sales 
manager of the 
Todd Company 
of Canada, Ltd. 
He formerly was 
assistant general 
sales manager of 
Geoghegan the Todd Com- 
pany, Rochester, N. Y., manufacturer 
of protected, insured checks and check 
writing equipment. Todd is a sub- 
sidiary of the Burroughs Corporation. 





Klafter Appointed 
By Hollander 

Horace Klafter has been appointed 
sales promotion manager of Allen 
Hollander Company, Inc., makers of 
“Able Labels’, according to an an- 
nouncement by Allen Hollander, pres- 
ident. 

The company, which recently en- 
larged its main plant in New York 





Strategy for an intensive Christmas sell- 
ing season was planned at a recent na- 
tional sales meeting of regional and dis- 
trict managers of the Paper Mate 
Company in Chicago. Shown examining 
the Paper Mate Christmas counter dis- 
play featuring the Capri pen with the 
Piggy-Back refill are, left to right, seat- 
ed: Thomas J. Welsh, sales vice presi- 
dent, and Thomas W. Casey, general 
sales manager. Standing are 
Imhoff, eastern regional manager, New 
York; Robert P. Hartman, southern re- 
gional manager, Dallas; and William F. 
Murphy, midwestern regional manager, 
Chicago. 


and established a branch plant in 
Cleveland, is embarking on an in- 
creased program of direct mail and 
publication advertising. 


Volland Opens New 
Office And Show Rooms 

The Volland Greeting Card Com- 
pany, Joliet, Ill., recently announced 
the opening of its new sales office 
and showrooms at 30 Rockefeller Pla- 
za, New York City. 

Robert Trager, eastern divisional 
manager, will be in charge. Expanded 
company operations made the former 
New York location inadequate. 


Mainprice In Charge Of 
Stafford Coast Sales 

Charles E. |] 
Mainprice has 
been placed in 
charge of west 
coast sales for S. 
S. Stafford, Inc., 
New York. 

A veteran of 
20 years in the 
stationery _ field, 
Mainprice will 
supervise the company’s sales activ- 
ities in California, Arizona, Nevada 
and New Mexico. 





Mainprice 





bel 
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NOW IN A CONVENIENT 
PULL TAB BOX! 


STAMP PADS 











CHICAGO, ILL. 
DALLAS, TEXAS 


LOUIS MELIND CO... = 


3524 N. Clark Street 


LOS ANGELES, CALIF. 


EASIER TO STOCK — EASIER TO SELL! 
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Burroughs Constructing 
New Building 

Construction has been started on 
a new factory building at Burroughs 
Corporation’s Tireman Avenue plant 
in Detroit. 


feet of manufacturing floor space. 
A service area containing a new 
cafeteria seating 400 persons and var- 
ious utility rooms will be built be- 
tween the existing plant and the new 
structure. Parking space for 825 cars 
will be available next to the new unit. 
The new project is scheduled for 


IBM Promotes 
Constable 


James C. Constable has been named 
IBM 


director of information for 
World Trade Cor- 
poration, wholly- 
owned subsidiary 
of International 





Corporation officials have an- 
nounced that the new, one-story, stec! 
and concrete structure will double 
the plant’s present manufacturing ca- 
pacity. It will be 520 feet long and 
200 feet wide, with 116,000 square 


When operating at 


°° MATIONAL MAKES THIS 


XON TIC ONDE ROGA 





A brilliant display, 132 feet long by 25 feet high, illuminated by fluorescent neon 
and a battery of brilliant sealed-beam floodlights is on loan to the Joseph Dixon 
ted atop the National Folding Box division of the Fed- 
eral Paper Board "Compeny in New Haven, Conn., the huge sign shows a giant re- 
A huge red arrow which 
points to the Dixon pencil box is 19 feet long, lighted by clear red neon. The Ill. 
arrow is equipped with a flashing device to provide continuous quick-flowing acticn- 
Officials of the folding box company estimate that the display wi!l be 
seen by approximately 600,000 persons during the two month period it will remain 


Crucible C M 





production of Dixon’s famous “’Ticoderoga” pencil box. 


motion. 


in operation. 


















Indispensable reference | | 
and purchasing guide: | | 

Artists Supplies 

Drafting Materials 

7 * Papers, Boards, Pads 

* Drawing Instruments 

* Airbrushes & Compressors 

* Craft Materials & Plastics 

* Picture Frames 


* and hundreds of other 
essential art materials 





Write immediately on your 







of Art company letterhead —you'll 
receive this valuable catalog 
and Drawing supplies! by return mail at no charge. 





ARTHUR BROWN & BRO., INC., 2 W. 46TH ST., N.Y. 36, 
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completion about March 1, 1957. 


Tireman facility is expected to employ 
more than 2,000 persons. 
about 1,200 in the present plant which ing, 
is engaged in defense work. 


Business Ma- 
chines Corpora- 
tion. He will dir- 
advertis- 


full capacity, the 


There are ect all 





publicity; 
sales promotion 
and publications Constable 
activities for the corporation, which 


conducts IBM sales and manufacturing 
operations in 82 foreign countries. 
IBM World Trade operates 18 plants 
and 227 sales offices. 

Constable joined IBM in 1946 and 
has served as advertising manager of 
the accounting machine division, man- 
ager of the publicity department, man- 
aging editor of the house organ and 
advertising manager for all divisions 
of the company. 


Ox! 
| PENCILS 


Harding Purchases 
Tracing Scopes 

The Mile Harding Company, man- 
ufacturer of Tempo duplicating ma- 
chines and supplies, has purchased 
all tools, dies and material inventory 
for the two models of tracing scopes 
called Technyscopes. 

The material was purchased from 
the Technygraph Company, Techny, 
The products will now be called 
Temposcopes and will be manufac- 
tured by Harding in Monterey Park, 
Calif. 









| 
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Geengion (Actual Size) 
4 


ORDER TODAY! 


NEWARK, U-S 


- proof of smoothest, cleanest, 
pencil erasing and “‘cleaning” 
work! Introduce your custom- 
ers to this superb quality, 
King-size soft, pliable green 


NO. 440 GREEN GLOW Waldon 
(NO. 441 Large Size) Gnonand 


WELDON ROBERTS RUBBER CO. 
965 Sixth Ave., Newark 7, N. J. 
World’s Foremost Eraser 
Specialists 


Correct Mistakes in Any Language 
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Clary Appoints Berryman 
Branch Office Manager 

R. B. Berryman has been appointed 
manager of the Clary Corporation's 
Cincinnati factory branch office, it 
was announced by J. W. Stallings, 
general sales manager of the business 
machine manufacturing company. 

Berryman has been on the sales 
staff of the branch since April, 1955. 
He was with Dolbey Company, writ- 
ing equipment distributor, in Cincin- 
nati for seven years and was manager 
of the company’s Lexington, Ky., of- 
fice for two years. 


Dome Moves 
Plant And Offices 

The Dome Publishing Company, 
Inc., Providence, R. I., recently moved 
its entire plant and offices to a four- 
story, brick building in downtown 
Providence. 

Nicholas Picchione, C. P. A., pres- 
ident of the company, announced that 
the sixteen-year-old firm which pub- 
lishes the Dome Simplified Weekly 
Bookkeeping Record and the Dome 





Short-Cut Payroll Book, is now lo- 
cated at 357-361 Canal Street. 

The building was purchased early 
in 1956 and completely renovated. The 
ground floor contains air-conditioned 


offices, featuring streamlined and 
colorful office furniture and furnish- 
ings. The remainder of the ground 
floor is devoted to shipping rooms 
which contain the latest equipment 
for expediting shipments. 

The next two floors are devoted 
to stock and storage rooms for the 
Dome publications and shipping sup- 









Only Smithcrafted has it! 


TABLE TOP 
Protective Mats 
with Exclusive 


‘‘FABRIcushon’’ 


ya 


Yora atate) 


Realize quick sales and profits with this protective 


necessity for any table top — featuring the new 


FABRIcushon air-foam backing. Extra soft, extra 
long wearing and extra skid resistance too. Will not 
scratch or mar table surface! Richly embossed 
Smithcrafted leatherette on top. Beautiful gold leaf 
and link design. Designed to enhance the beauty 
of the object on which they are placed as well as 
protect it from unsightly scratches. Available in a 
variety of warm appealing colors. 


plies. The top floor contains the 
binding department. The building 1s 
completely protected by a sprinkler 
system. The new brick and glass front 
gives the Dome building a modern 
appearance. 


Piastichrome Appoints Kampe 

Plastichrome Greetings, Inc., 400 
Newbury Street, Boston, Mass., has 
4 announced the 
appointment of 
George Kampe, 
Chicago, as direc- 
tor of sales and 
vice president 
of _Plastichrome 
Greetings. 

Kampe will 
maintain com- 
pany sales offices 
in Chicago and will divide his time 
between that area and the main of- 
fice in Boston. He has represented 
Plastichrome for several years and 
has an extensive background in the 
selling and distribution of greeting 
cards. 







Kampe 





This handsome all wood display merchandiser, 
22” x 13-1/3” x 8”, helps place the Smithcrafted 
Protective Mats before your customer in an 
appealing, sales suggestive manner. Provides a 
convenient storage space for a generous number 
of Mats. Gold stamped leatherette top panel for 
distinctive and immediate identification. 


Write for complete details of how you may acquire the Smithcrafted Protective Mat merchandiser for your counter. 


THE S. K. SMITH COMPANY, 2857 North Western Avenue, Chicago 18, Illinois 
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225 Fifth Avenue, New York, N. Y 


122 Merchandise Mart, Dallas 
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program, operational costs and store maximum interest in handwriting. K 
modernization. Handwriting posters are now being Raed 
supplied to elementary schools in In- Office 
ACTIVITIES Handwriting Foundation diana, Virginia and Washington. ps 
Holds Annual Meeting States to be added to the 1957 cam. a. 
At the second annual meeting of paign include Michigan, _ Missouri, 7 7 
the Handwriting Foundation held re- New Hampshire, New Mexico, North i. ins 
NOFA 1957 Convention cently in Chicago, the group’s annual Carolina, Oregon, Pennsylvania, Ten- Chi 
The preliminary program for the award was presented to Dr. Frank nessee and Texas. Rober 
llth convention-exhibit of the Na- Freeman, who was a member of the presid 
tional Office Furniture Association University of Chicago faculty for 30 NSOEA Convention Sets ied | 
scheduled for New Orleans in late years, and is presently Dean Emeritus Attendance Record with 
March has been announced. of the School of Education, University The attendance of 12,106 persons non-t1 
A five-day program has been set of California. at the 1956 convention of the Nation- 
starting Wednesday noon, March Dr. Freeman was cited “in recog- al Stationery and Office Equipment Capit 
27th, with a NOFA Officers Confer- nition of the contribution he made Association, held in Chicago Septem. Th 
ence. Convention headquarters will in fostering handwriting.” Present- ber 29 through October 3, established Rencii 
be the Hotel Jung, while the exhibits ing the award was Dr. James F. a new record for the association show. <a 
will be at the Municipal Auditorium. Redmond, Superintendent of Schools Adding to the international aspect al 
Thursday morning is the opening at New Orleans. of the meeting were delegates from sist , 
business meeting, while the afternoon Principal speaker at this meeting Scotland, Sweden, Japan, Hawaii, sha 
is free to view the exhibits. was Dr. John Guy Fowlkes of the Germany and Canada. ag 
Workshop breakfasts are slated for School of Education at the University Included among the NSOEA con- Co 
Friday morning, with reports for the of Wisconsin, who talked on his re- test winners were dual winners of the Silver 
three groups at the luncheon. Satur- cent 16-month tour of duty in India. | Charles Garvin Award—Peggy Baker, as 
day morning a Management Clinic is Foundation President Albert G. Ivan Allen Company, Atlanta, Ga sion’ 
scheduled, divided into four main top- Frost outlined the accomplishments and W. C. “Bill” Aylward, Globe this 


ics—sales training, freight savings 


and aims of the program to stimulate 





NOESTING PIN TICKET -CO. INC. 
“WVillions Daily” 


Wernicke Company, Cincinnati, Ohio. 








La Salle TOP QUALITY 


Traditional — Contemporary — Modern 
Office Accessories 








Nos. 272 to 277 244" deep — 
5-5/8" diameter at top sercen 





Nos. 7A-11A Wainut 





Nos. 8A — 12A Walnut 


Ash Trays—Floor 


Smokers. 
Screen tops, 


closed snuffer 
types, glass liners. Wainut, 
Brass, Genuine Bronze, An- 
odized Aluminum, Chrome 
Plated and baked finishes. 


Nos. 272—277 from $3.00 
list for Colored Receptacles 
with Chrome Screen to 
$8.50 for Jewelers Bronze. 
Companion Smokers from 
$9.00 to $2000 list. 


Two styles—two sizes Wai- 
nut Trays. 6” Crystal ou: 
Amber Glass Liners $4.00, 
8” $5.50 list. Walnut Floor 
Smokers from $18.00 to 
$24.00 list. Three smokers 
with Tapered Posts and 
Brass __Ferrules—two- with 
Satin Brass Handles—heavi- 
ly weighted bases. 


Write for complete catalog 
covering Ash Trays, Smokers 
and Costumers. 


Tell us metal furniture line 
handied so we may recom- 
mend suitable finishes. 








MAIN OFFICE AND FACTORY 
728 E. 136th STREET 
NEW YORK 54, N. Y. 


BRANCH FACTORY 
1815 WEST 74th STREET 
CHICAGO 36, ILL. 


LaSalle Products Company 


2216 North Clybourn, Chicago 14, Illinois 
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NOMDA Board to Meet 

Kansas City was selected by the 
Board of Directors of the National 
Office Machine Dealers Association 
for its annual mid-winter gathering, 
which will be held January 26 and 
27. The Muehlebach Hotel will be 
the headquarters. 

Chief host for the affair will be 
Robert Randazzo, former NOMDA 
president. A dinner has been sched- 
uled for Saturday night, January 26, 
with all area dealers, members and 
non-members, welcome. 


Capitol Representative 

The Fountain Pen and Mechanical 
Pencil Manufacturers’ Association has 
engaged the services of J. Milton 
Cooper, Washington attorney, to as- 
sist the organization of the 1957 cam- 
paign against the excise tax on pens 
and mechanical pencils. 

Cooper and his associate, Leonard 
Silverstein, former Treasury Depart- 
ment attorney, will guide the associa- 
tion’s legislative endeavors regarding 
this issue for the ten-month period. 


Receiving the sec- 
ond annual award 
of the Handwrit- 
ing Foundation is 
Dr. Frank Free- 
man, center, 
shown with Dr. 
James F. Redmond, 
left, who had just 
presented the 
award, and Foun- 
dation President 
Albert G. Frost, 
right. Dr. Free- 
man was cited “in 
recognition of the 


contribution he 
made in fostering 
handwriting.” 


BRAND NAMES Opens 
Ninth Competition 

Office equipment and stationery 
dealers who have done a notable year- 
round promotion of manufacturers’ 
brands during 1956 are invited to 
submit their qualifications for the 
Brand Name Retailer - of - the - Year 
Award, Henry E. Abt, president of 
Brand Names Foundation stated. 

Abt emphasized that the primary 
consideration in the competition was 










as Admiral Peary slowly made his way 
from the Arctic Circle to the North Pole, | 
he made daily entries in his diary with 
a Koh-I-Noor pencil, Your customers | 
are not polar explorers, but you can be | 
sure that they want Koh- | 


-Noor pencils 








the accomplishment of the firm, and 
not the amount of money spent. 
Ivan Allen, Jr., president of the 
Ivan Allen Company, Atlanta, Ga., 
first place winner of last year’s com- 
petition in the office equipment and 


stationery stores category, will serve 
as a judge this year. 

Official entry blanks and facts 
sheets are available without charge 
from Brand Names Foundation, Inc., 
437 Fifth Avenue, New York, N. Y. 





| Thermographers 
| a 


HELIOGRAVED COMMERCIAL LINE and 


a THE FLOWER WEDDING LINE 


Improve your profits 
and service with these 
Regency Features: 


© A big 50% discount 

® Orders shipped postpaid 
in 1 to 2 days 

® Heliograving—the finest 
raised lettering 





just as much for their 
reliable top quality in 








fll, 
ah 
I" 





KOH-I-NOOR 
PENCIL COMPANY, INCORPORATED 
BLOOMSBURY, NEW JERSEY 
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Send for your FREE catalogs today 
REGENCY THERMOGRAPHERS, 28 West 23rd Street, New York 10, N. Y. M.S. 
Please send me the FREE catalog(s) checked here: 


Commercial Line Flower Wedding Line 














Name. Title. 
Address. 
City State. 





Company Nome__— 
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NEWS 


Binney & Smith 
Consultant Resigns 

H. J. MacNeill, well-known figure 
in the school supply and stationery 
business, has 
brought to a 
close his long as- 
sociation with 
Binney & Smith. 

For many years 
manager of the 
crayon sales divi- 
sion, MacNeill 
had recently ser- 





MacNeill 
ved as consultant to the president of 


the company. Following _ several 
months’ vacation, he will announce his 
future business plans. Bint zy & Smith 
manufactures school art suplies. 


Addressograph Brench 
Manager 

The appointment of Hugo R. Franz 
to serve the Seattle area as Addresso- 
graph branch manager has been an- 
nounced by the Addressograph-Multi- 


graph Corporation, Cleveland, Ohio. 

Franz is recognized as an expert in 
his field and has been instrumental 
in establishing simplified paper-work 
processing systems in many leading 
business enterprises. 


H-O-N Equipment 
Winners Listed 

A list of winners of H-O-N equip- 
ment drawn at the NSOEA conven- 
tion in Chicago has been released 
by J. J. Van Lent, assistant sales 
manager of The H-O-N Company, 
Muscatine, Iowa. 

Winners of a professional desk are: 
T. L. Johnson, Story-Wright, Tyler, 
Texas; H. A. Thomas, Buckland-Van 
Wald, Detroit; H. F. Zillmer, Zill- 
mer’s Office Supply, Waukesha, Wis.; 
and Mrs. O. S. Pitzele, Nassau & 
Thompson, E. Chicago, Ind. 

Winners of Drawer Trafiles with 
a set of Shannolink file folders are: 
Dick Rose, S. Rose, Inc., Cleveland; 
Mrs. Don Stover, Van Wert Book 
Store, Van Wert, Ohio; W. W. Wil- 
son, Allied School Equipment, Spring- 


field, Ill.; Duncan S. Martin, Martin 
Business Furniture, Albany, N. Y.; 
Perry A. Waldner, D. Waldner Com- 
pany, Inc., Mineola, N. Y.; M. W, 
Drake, The Drake Company, Shreve. 
port, La.; John E. Schneider, John 
Ernst Enterprises, E. Troy, Wis. E. 
M. Stemp, Stemp Typewriter Com- 
pany, Madison, Wis.; Gale Stilwell, 
Stilwell Printery, Fairbury, Nebr.; H, 
M. Horton, Jr., Horton’s, Ft. Pierce, 
Fla.; George H. Willms, Herald Book 
& Printing Company, Newton, Kan- 
sas; Walter R. Kahler, Holden-Kahler 
Company, Cedar Rapids, Iowa; L. G. 
Mondorski, Curtis 1000 Inc., St. Paul, 
Minn.; Dorothy Becker, Jacobsens 
Inc., Gary, Ind.; Ray Buchenberger, 
Buchenberger’s Book Store, Washing. 
ton, Ind.; Albert McDowell, Transyl- 
vania Printing Company, Lexington, 
Ky.; Gene Wertz, Commercial Office 
Supply Company, Camp Hill, Pa.; §. 
T. Wyrick, Jr., S. T. Wyrick & Com- 
pany, Greensboro, N. C.; George 
Swerer, Desks Inc., Denver; and E 
L. (Bud) Wise, Bartlesville Stationery 
Company, Bartlesville, Okla. 










‘HIGGINS offers this 


FREE 


littrsaactitele 
service | 
ede (=e) (=) a 


aoe 


A postcard will bring 
you this proof sheet 
of illustrations available 
free of charge for your 
cataloging and other 
advertising. 


Available in 3 forms — 
MATS, ELECTROS, PROOFS 


HIGGINS ink co. inc, 271 Ninth st., B’klyn 15, N.Y. 


YOUR 
JOBBER 
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Like Magic! Each 
sale changes your 
, counter display. 
Donald and 
Mickey slates pair 


der. Sell Donald 
... presto Mickey 
takes over to 
charm customers. 


No. 35 Colorful display. 8% 
x 13 slates, 2 doz. assorted. 6 
displays to shpg. case, 39 lbs. 


Strathmore Co. e Aurora, IIl. 


30,800,000 DISNEY AUDIENCE Builds Volume 
Every night and BIG Wednesday TV SHOW 


PROFIT . . from the Tremendous TV Tie-up! 
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Visitors at the Wilson Jones NSOEA 
convention exhibit in Chicago were 
asked to estimate the number of “’Gray- 
line’ stock business forms in a stack 
which almost reached to the ceiling 
in the exhibition hall. Here two prize- 
winners discuss the new line with Ed- 
ward W. Whittemore, who heads WJ’s 
“Grayline” sales. Left to right are: $50 
second prize-winner Karl Schultz, Hor- 
der’s, Inc., Chicago; Whittemore, and 
$100 first prize winner Richard Strand, 
Quality Stationers and Printers, Blue Is- 
land, Ill. Quentin L. Horsman of Dug- 
gan-Rider Office Supply Company, Erie, 
Pa., winner of the third prize, had left 
Chicago before the winners were an- 
nounced. There were 9677 forms in 
the stack. Strand estimated 9666 and 
Schultz 9663. 


Stowell of Underwood 
Announces Retirement 

L. C. Stowell, chairman of the board 
and chief executive officer of the 
Underwood Cor- 
poration, recently 
announced his re- 
tirement, effec- 
tive November 1. 

In announcing 
his retirement, 
Stowell pointed 
out that on No- 
vember 1 he had 
reached the com- 
pany’s normal retirement age of 65. 
He will remain as a member of the 
board of directors. 

Stowell has occupied positions of 
major executive importance for the 
past 30 years. In 1925, at the age 
of 35, he was elected president of 
the Dictaphone Corporation and left 
there to become executive vice presi- 
dent and director of Underwood in 
1936. He was named president of 
Underwood in 1945 and chairman in 
1955. 

A resident of Larchmont, New 
York, he is a member of the Met- 
ropolitan Union League and Harvard 
Clubs, the Larchmont Yacht Club and 
the Bonnie Briar Country Club. 


Stowell 
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PIGGY BANK 


Newest Creation in a “PIG’S AGE’ 
by LINDENWARE 
* It’s ; ie 


Ornamental 
* it’s A 
Bank 
* it's A 
World Globe 
° it’s A 
Desk Set 
° it’s A 
Pen Holder 
° it's A 
Conversation ian 
Piece a re, oe 
Style 103 — PIGGY BANK — World Globe Bank, brightly lithographed, with lock. 
Holds coins from Ic to 50c. Complete with | fine Ball Point Pen with bankers 
approved ink. Uses any standard refill. Sturdy brass finished frame. Size: 7%/4"x4”". 


Individually boxed. Suggested Retail Price: $1.49 up. 
Also available without pen at a lower price 


GLOBE 
BANK 


Latest 

Edition to 

Our Popular 
“Pen-O-Rama” 
Line 














Style 307 — GLOBE BANK. A nove! Globe Bank Desk Set 


, Also available as 
with multiple uses. World globe bank, brightly lithographed, STYLE 308—GLOBE 
with lock. Holds coins from lic to 5O0c. Complete with 2 DESK SET 


fine ball point pens with bankers approved ink. Uses any (Comes with Globe- 
standard refill. Sturdy brass finished frame. Size 8x4" Not Bank.) at same 
Individually boxed. suggested retail price: $1.98 up. price 
Style 307 & 308 also available without pens at a lower price. 


51 GREENE ST., NEW YORK 13, N.Y. 
LINDENWARE CO. CANAL 6-5635-6 
REPRESENTED BY 














14 WEST"93 ST., NEW YORK 11, N.Y. 
SID LINDER CO. CHELSEA 92-0847 














THE BIG FAIR OF 1957 


National Stationery & Book Trades Fair 


ROYAL HORTICULTURAL HALLS 


LONDON 


February 11-15 Inclusive 


This great Trade Fair, organized by the leading British trade journal, 
NATIONAL NEWSAGENT BOOKSELLER STATIONER, is the only one 
of its kind held in LONDON. All prominent Stationery firms and Book 
publishers will be exhibiting. 

A big welcome is cordially extended to overseas buyers and we are 
looking forward to seeing you. 

Illustrated brochures and complimentary tickets from: British Trade 
Promotion Centre, 677 Fifth Avenue, New York 22, or from the National 
Newsagent, 149 Fleet Street, London, E. C. 4, England. 
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Don't let this profit 
walk out of your store! 


SUBDIVISION 
GUIDES 





You, too, can increase your guide busi- 
ness 100% to 200%! Usually all you 
have to do is ask your customer, (1) — 
how many cards or folders they have, 


SUBDIVISION 
GUIDES 


(2) — how often these cards or folders Available in self 
tabs, celluloid tabs, 
are referred to, (3) — and whether id inte tbe 
normal expansion has been considered? _ pressboard and 
You will be surprised how many times bristol stock; All 
standard sizes. 


you will sell 40, 80 or 120 sub-division 
sets instead of the usual 25. Try it! 
You will be gratified with the results. 


Quick service guar- 
anteed on special 
orders. 


GUIDE SYSTEM & SUPPLY COMPANY 


335 CANAL ST. NEW YORK 13, N. Y. 











Markwell Premium 
Quality Office Staplers 
— designed, styled 
and priced for every 
stapling need 


Here is the 
NEW LOOK 
that will bring Markwell 
Dealers increased sales 
and profits 


» Markwell Office Staplers now furnished 
complete with Staples 


>’ New lower Dealer prices on Markwell Staples 
>» New lower Consumer prices on Markwell Staples 
‘> New and exciting Sales Aids 








NEW PRODUCTS . + + (Continued from page 12) 


Crystal Tissue Folds 


The Crystal Tissue Company, 


Middletown, Ohio, announces 
that Resale Tissue Folds jp 
white and holiday colors are 


available in open stock on color 
combination display shipper as. 
sortments this year. 

Assortment number 50 con- 
tains a balanced collection of 
100 white, Christmas Red, Holly 
Green and _ Bethlehem Blue 
folds. Each fold is pre-priced 
at 10 cents and two-way banded. All colors are in full view. 

Assortment number 550 contains 50 white folds in the 

counter display and “Economy” folds of white and Hy-White 
ribbed tissues. This item retails for 25 cents. 





Filing Folder 

A newly-designed hanging 
type filing folder is being 
manufactured by Universal 


Paper Goods Company, 
3510 South Garfield, Los 
Angeles. 


The folder features a 
specially constructed Sel-Tab 
made of molded _ Tenite 
plastic. It is adjustable and 
locks tightly to the inserta- 
ble aluminum cross bar 





Paper Coasters 





Silver or gold initial pa- 
per coasters with waxed bot- 
toms for extra protection are 
available from Warmel Inc., 
56 East Eleventh Street, New 
York. 


The coasters 


are gift 
pom =6boxed and retail for $1.00 
per box of 50. They are al- 
so available in 30 cent re- 
tail packages with a wire rack (not shown). 


Flash-O-Lens 


An illuminated magnifier 
which spotlights the work 
it magnifies is available 
from the Abbeon Supply 
Company, Jamaica, N. Y. 

The ‘Flash-O-Lens” 1s 
portable and uses standard dry-cell batteries. It is equipped 
with Bausch & Lomb lenses. Suggested uses are for match- 
ing colors, patterns, examining small objects, finding flaws 
and the like. 





Thumb Tacks 

Gemexco, Inc., 2 Columbus 
Circle, New York, features sol- 
id-head, nickel - plated, steel 
thumb tacks. 

The tacks are packed 100 to 
a box, 1,000 to a carton. A & 
minimum order is 250,000. re < = Sr 
They are priced from 76 cents to 99 cents per M, in %, 
7/16, and 1 inch and long shank. Colored thumb tacks are 


| also available. 
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Tra’ 





~ 
~ 


age 12) Travel-Desk 

A Travel-Desk which pro- 
vides a method of writing 
in an automobile is availa- 
ble from the General In- 





conaall dustrial Company 5738 N. 
olds in Elston Avenue, Chicago, II- | 
ors are linois. 
on color This desk is particularly 
pper as. useful for salesmen, execu- 
tives and for truck and cab | 
50 com drivers. The desk remains level and rigid when installed. When 
Sioa not in use it swings under the dash, out of the way. The desk | 
1, Holly measures 6, x 10 inches and is constructed of metal. A pad 
' Blue of paper and a mechanical, magnetic pencil are included with | 
€-priced each : q ravel-Desk. : 
ieee. The desk sells for $3.75. 
in the The CROWN Line of MARKING DEVICES 
y- White 


Light That Breathes for intrinsic values in ‘‘ALL ‘ROUND 
a QUALITY’ and SERVICE... literally 


m WILL OPEN YOUR EYES! 


\ 
CROWN products are engineered specifically 
' 


Two firms, the Pyle- 
National Company, Chi- 
cago, and the Benjamin 
Electric Company, Des 
Plaines, Ill., have jointly 
engineered and designed a 
new commercial lighting 


, fixture that “breathes” 
— cooled air. 

The “Multi-Vent Troffer” is a single, dual-purpose ceil- PERFORMANCE at all'times, insist on 
ing fixture which provides both air distribution and lighting. 


\ 
It is designed for offices, stores, factories, laboratories, res- ! VA 
taurants, hotels, hospitals and schools. 
A concealed, built-in-air diffuser, mounted above the re- 
@ 
' 
\ 


under highest standards to meet your 
‘ 


most rigid requirements. For that PEAK 
‘ 





flector plate, distributes air which bypasses the lamps. It 
is said that air emerges gently down from the fixture in 
a manner comparable to the fine spray from a hose nozzle, 
instead of spurting out in one sharp stream. 





tial pa- 
- Soap Dispenser 
el lee: Bobrick Dispensers, Inc., New 
+t New York, has announced a new soap 
dispenser, the Bobrick 25, for liq- 
e pift uid soap. 
r $1.00 The dispenser is crafted of 
are al- stainless steel and transparent, shat- 
ent re- terproof Lustrex. The Bobrick 25 
holds one pint, two ounces of soap 
and liquid level indicator slots in 
the stainless steel exterior provide 
for an always-visible soap supply. 
agnifier The dispenser has a tamper-proof, 
work flush-to-wall mounting, locked fil- 
vailable ler top and a special adhesive for mounting on hard surface 
Supply walls. 
i. 2 
ns” 1s 
pair “Nopin” Badge Holders 
- flaws A new, pinless transpar- 
ent acetate badge holder is 





now being offered by the 
BAW Company, Pittsburgh, 
Pa. 

The badges are designed 
for convention goers and 
others who wear identifica- # 
tion badges and dislike the pins which puncture clothing. | for faster delivery. Write today for further 
The badge holder resembles a standard acetate holder except particulars and descriptive literature! 
for an additional strip of acetate at the back which extends 


below the bottom edge of the holder. The extra strip fits R. A. STEWART AND COMPANY, INC. 


in ¥%, into the breast pocket of the user’s coat or shirt and posi- 
: : ; ° w rk 7, New 
cks are tions the holder on the outside of the pocket. It also can 80 Duane Street New Yo : York 


be used with sports clothes or on a belt. 








Orders available from stock 
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ready to talk profits for ’57? 





Today’s market for Tab systems 
demands trouble-free forms. Hano 
Litho-Tab is your answer. 


Today’s best one-time carbon Snap- 





cial and Custom Snaps. 


... THEN YOU’RE READY FOR 
Hano Business Forms! 





Standard body Register forms... 


For hand-written records, Hano 
Refolders, Portables and Porta-Paks 
are your answer. 


low-cost (Han-o-Sav) list, 


plus 
Custom Register List. 





Hane dealers make profits! 


Because .. . with the Hano line you can always 
sell the right form at the right price and deliver at 
the right time. This is a Hano combination (which 
includes top quality of course) that insures repeat 
orders...and profits. Get the facts... then 
judge for yourself. Now...ask for your copy of 
“Business Form Profits with Hano”’. Dealerships 
open in the South, Southwest and Midwest. 





COMPANY INC. 


MANIFOLD PRINTERS SINCE 1888 


General and Sales Offices: Warehouse and Branch Plant 
HOLYOKE, MASSACHUSETTS MT, OLIVE, ILLINOIS 
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NEW PRODUCTS..... 


Address Book 


An address book designed es. 
pecially for Christmas Card ad- 
dresses will be included free with 
every imprinted order of Nu-Art 
Deluxe, Contempora, Etchcraft or 
Nativity-Art Christmas cards from 
Nu-Art Engraving Company. 

The books have 12 ruled pages 
and will help customers in com- 








a-parts are Hano Multi-Snaps, Spe- | 


piling their Christmas card lists 
and provides a handy place to 
record mames and addresses of 
friends who send them cards. 
Masterpiece Chessmen 
The Pacific Game Company, 948 So. Flower Street, Los 


Angeles, has announced the availability of a mew chess set 
designed by prize-winning sculptor, Peter Gaine. 


The Superba set in tournament size (king 414-inche; 
high) is crafted in solid Melamine. It is packaged to retail 
at $30. Sets are available in two combinations: ivory and 


black (#1470), and burgundy and ivory (#1471). 


Felt-Tip Marking Pens 

A new marking 
pen called the 
“Cadomarker” has 
been developed by 
Cushman & Deni- 


B Cado-markee 








son, New York, 

manufacturers of the “Flo-Master’’ Felt-Tip pens. 
The new pens use the standard Flo-Master ink, avail- 
able in eight colors. The felt tip marks bold, medium or 
fine, and the plastic body is leak-proof. Each marker is 


individually packaged in 
| plete with instructions. 
The new marker retails at 79 cents. 


a protective celluloid sleeve, com- 


Barricks Pedestal Tables 


Maximum leg room and seat- 
ing comfort are the outstanding 
advantages announced by Barricks 
Manufacturing Co., Chicago, for 
its new Pedestal ‘“V-Leg’’, the lat- 
est addition to its folding table 
line. 

According to the manufacturer, 
even persons seated at the extreme ends of the new table 
find no obstruction for their feet or knees, since the “V- 
Leg” is close to the center and the sturdy tubular steel base 
is flush with the floor. 

The new table has Barricks patented automatic “Leg- 
Lock”, providing easy, fast opening. Legs lock into position 
automatically and remain firmly locked. The “LegLock”’ 
unconditionally guaranteed for 10 years. 





is 


Steel Rule 

A new all metal “Lifetime” rule 
is being marketed by Flash Man- 
ufacturing Company, 169 Murray 
Street, Newark, N. J. 

The company claims that any 
rules which break or are unsat- 
isfactory will be replaced upon 
| return to the factory. The chrome 

cased tape rules come in 6, 8, 
| 10, 12, 25, 50, 75, 100 foot sizes 





and metric sizes. 
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New Low Cost 
Elevating 
Stand... new- 
est member of 
the popular 
LUXCO ine. 


1 Low Cost Elevating Stand 


*"“Office Engineered” for quick, easy elevating 
—an important plus value in a new quality stand 
that is amazingly low priced. 


2 SILENT STEEL 


*Solid steel top is undercoated 
*All parts fully cushioned 
*Soft Rubber Casters 

*Soft Rubber Feet 





TOY TO DHE POP kD 


t this best of all 
seasons all the best to 


you from Senghusch 





Christmas is a “looking back” time. That 
wonderful season when the events and endeavors 
of the past year recede into the vaults of 
memory. Now a heartfelt “Thanks!” is due to 
our many friends, old and new, in the 
stationery and oeffice-supply fields. 
But Christmas is both an ending and a 
beginning — the start of a fresh new year, 
carrying with it our sincere wishes for 
much health and prosperity. A year in which 
Sengbusch will continue to carry high the 
standard of the very best in time and money- 


saving “Office Essentials of Distinction.” 





| Li f ‘iis ' 
= ) Pg a Srna Merry Christmas and a full, happy New Year! 


Stools and a DeLuxe Personal File. 


BADGER inc. 


KING AT FRONT ST. 


LA CROSSE, WIS. 






qs 


Milwaukee 3, Wisconsin 


























RECONDITIONED FURNITURE ing to Slagle, when furniture once] jobs a 
(Continued from page 23) consigned to the dump heap after a} been i 
job is treated individually. Usually catastrophe of some kind, has ap- Bets 
the maintenance customer simply peared again, spruce and attractive § of the 
sends in the furniture with instruc- once more. new 1 
tions to “fix it up,” without reference Perhaps the finest achievement of § jt nece 
aw to price. late by the refinishing department, | men v 
_— = p> ta With such an established reputa- is the spectacular success in the con- 
= “wx ee tion for refinishing, a shortage of struction of custom-built desks and § yOu! 
oo Harold W. Jacobsen of the = used furniture has occurred in the functional units. 
olesale Stationers Association of the ee ate 
United States enjoyed the company of vicinity of the company activities. Many are in the nature of elabo- § was « 
Mr. and Mrs. Paul Fisher of the Fisher Heavy demand for used furniture, rate, oversize desks, built for special the ca 
rE ty te gp Be _ ao coupled with a steady, impressive turn- purposes to gratify the whim of a § to cor 
regional meeting of the association. over of new furniture, has made it businessman who wants ‘“‘something § store. 
Jacobsen is also president of Associated = necessary to scour markets in Cali- different” to impress his customers. } then 
Stationers Supply Company and of Hor- roe e ee , , 
der’e, tnc., Chicago. fornia and other states for enough Typical desks are built from steel Sin 
used furniture to meet the market. and Formica, as well as hard woods, ping 
More Hours, Increased An added service by the company One of the most elaborate featured | week] 
Employment At Parker results in immeasurable good will. a flowering, lozenge-shaped top, nine Sti 
Increased employment and longer Whenever fire, explosions, or heavy feet in length, made from “‘coral hol- | the c 
hours are in effect at the Parker Pen wear causes damage to office furni- iday” Formica and_ permanently } ings’ 
Company, Janesville, Wis., because ture which has been sold by the Salt mounted atop a standard 56 inch steel } litera 
production has been stepped up on Lake Desk Exchange, the company desk. pliers 
the new Parker 61 pen. cheerfully refinishes it to a bright The store has also been called up- } cards 
One-hundred and twenty-two per- new appearance, giving preference, of on to create office units which in- A 
sons were added to the staff. The Com- course, to the customer who originally corporate desks, tables, files, cabinets pape 
pany is working a six day week. There bought the furniture from the store. and chairs, as well as waste baskets | ness, 
had been no Saturday production at There have been literally hundreds and dictating machine storage space, | comy 
Parker for some time. of instances over the 26 years, accord- for many executives. These custom | roon 
Still Growing 












Easy to read. 


low price— 


New-Modern 
WORLD ATLAS 


we @ Entirely new—first edition. 

* @ Size 9 x 12—336 pages. 

@ Printed letter press, newly en- 
graved plates. Large legible type. 


@ 161 map pages in full beautiful, 
pleasing colors. 
@ Edited and produced by official | 
and outstanding authorities with 
over 89 years of experience de- | 
voted exclusively to quality map | 
making and publishing. } 
@ A high quality product at a very | 


Only $8.95 





STRONG 


| We think there are few publishers who do as 
much to fully serve their readers as DPC does. It 
isn’t just a matter of producing more pages each 
month, but in filling those pages with material 
that is really useful. 


The articles in DPC publications—all published 
to help business men and women—give step-by- 
step explanations of 4ow volume was increased, 
how costs were reduced, How customers were sat- 
isfied, or how advertising was made to pay off. 


We think this is why each of the DPC publica- 
tions is a widely respected leader in its field. 


THE GEORGE F. CRAM CO. INC. Davidson Publishing 


405 EAST SUPERIOR STREET, DULUTH 2, MINN. 


730 E. Washington St., Indianapolis 7, Ind. 
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jobs are always profitable and have 
been ideal advertising for the firm. 

Between the combination of sales 
of the refinished furniture and many 
new items, the firm currently finds 
it necessary to keep six outside sales- 
men working the Salt Lake City area. 





YOUR MOVE... 

(Continued from page 20) 
was double column five inches and 
the caption used was, “You are invited 
to come in and see our beautiful new 
store.”’ Items and brands available were 
then listed. 

Similar space was taken in a shop- 
ping guide which was distributed 
weekly. 

Stickers, printed in red, announcing 
the change were enclosed in all mail- 
ings including billings and advertising 
literature. Regular customers and sup- 
pliers received formal announcement 
cards. 

A special news article in the local 
paper gave a description of the busi- 
ness, and the new location, and was 
complemented by a photo of the show- 
room and congratulatory ads. 





_ Sold through dealers only 


| tulad 


Topping all of these preparations 
was the open house. Conducted for the 
first two days after the store opened, 
it offered lucky ticket holders, who 
were not required to make purchases, 
free prizes. First prize was a fireproof 
chest, second a $25.00 certificate, and 
third and fourth prizes, $15.00 and 
$10.00 certificates, respectively. 

In addition, roses for the women, 
cigars for the men and candy for 
children accompanied by an adult were 
distributed to the throng of visitors 
from the area. 

A relatively new firm, the business 
was established by the Wibles in 1952 
as a typewriter repair shop in the 
cellar of their home. A year later, with 
a modest clientele built up, they 
branched out moving into the Des- 
mond Street store and offering both 
service work and equipment. 

The decision for the recent move 
came when the couple felt that their 
downtown store was handicapped by 
the parking problem. Now they have a 
black-topped parking lot in back which 
can accomodate 30 cars. 

Converted from an old grocery, ex- 


_ 





tensive remodeling has resulted in an 
impressive looking store with slanted 
glass windows enabling the front of 
the showroom to serve as a window 
display for office equipment. Over- 
head spots in the marquee light up the 
window at night. Completely designed 
by the store owners, they provided for 
all the features of a modern store. 

The display floor measures 30-feet 
by 52-feet and is asphalt tile, dec- 
orated with modern colors. This area 
features indirect fluorescent lighting 
and much of the cabinet and shelving 
display room. 

Behind the sales floor is a service 
covering 720-square feet with complete 
facilities and equipment for all kinds 
of work. The basement has been con- 
verted into storage space and the up- 
stairs is rented out as an apartment. 

Valley Typewriter Service today 
employs four outside salesmen, be- 
sides the boss, three repairmen, with 
Mrs. Wible in charge of the office. 

The necessity of further expansion 
has been indicated and plans are under 
way to add a 24 by 30-foot annex in 
the rear. 


LOUIS MELIND 


COMPANY 
DALLAS 


714 N. St. Paul Street 


CHICAGO 


3524 N. Clark Street 


LOS ANGELES 
5254 Alhambra Ave 


stand on it! 


Complete stocks 
in all branches 














The dates listed here may be of interest because they are a reminder of a specific 
event or because they suggest promotional tie-ins for stationers for sales, store events 
or window displays for the period covered. 


Nov. 15-Dec. 31—Christmas Seal Sale. Dec. 10—United Nations Human Rights 


November 18-24 — Children’s National Day. 

Book Week. Dec. 11—JCI Day (Junior Chamber 
November 18-24 — National Latin International) a 

America Week. Dec. 15—Bill of Rights Day. 
November 22 — Thanksgiving Day December 17 — Pan American Aviation 

; P Day. 

Nov. 22-Dec. 25— World-Wide ible ' 

Seater CON December 25 — Christmas Day. 
November 29 — Channukah, Religious Dee. <item —_— Eve. 

(Jewish). Feast of Lights. Jan. 1—New Year's Day. 
December 2 — Pan American Health Jan. 19—Robert E. Lee’s Birthday. 

Day. Jan. 20-25—Forty - Fourth California 
Des; 9O— Noeticnd! Prosperity Week Gift Show, Ambassador and Biltmore 

. oF— INATIONS ros rity x. 


Hotels, Brack Shops, Merchandise Mart, 


Dec. 9— Universal individual showrooms, Los Angeles. 


Bible Sunday. 


Jan. 27-31—Fifteenth California Lamp, 
Picture and Accessories Bilt. 
Hotel, Los Angeles. 


Jan. 27-30—Washington Gift Show, 
Hotel Willard, Washington, D. C. 


Feb. 2—Ground Hog Day. 


Feb. 3-6—Thirty-Fourth 
Gift, Jewelry, 
Housewares Show, 
Sheraton-Palace, St. Francis and Sir 
Francis Drake hotels and Western 
Furniture Market, San Francisco. 


Feb. 3-14—Chicago Gift Show, LaSalle 
Hotel and Palmer House. 


Feb. 10-13—China, Glass, Gift, Jew- 
elry, Stationery, Toys and Housewares 
Show, Public Auditorium, Plaza and 
Benson Hotels, Portland, Oregon. 


Show, 
more 


China, 
Stationery and 
Civic Auditorium, 


Glass, 
Toy, 


Feb. 12— Abraham Lincoln's Birthday. 
Feb. 14—Valentine’s Day. 


Feb. 17-20—Gift Show, Civic Audito- 
rium, Olympic and New Washington 
Hotels and Terminal Sales Building, 


Seattle, Wash. 

Feb. 22—George Washington's Birth- 
day. 

Feb. 24-Mar. 1—New York Gift Show, 
Hotel New Yorker and New York 


Trade Show Building. 





——— 


for a Happy New Year in Your Party Department .. . 






SEND FOR 


ap | exX 


| 


25th ANNIVERSARY | Ne 
PAPER 

PARTY GOODS | 
CATALOG 


Sparkling, 


New Designs, 
Ideas, and Profits! 


@ As always, you'll find Paper Art the 
freshest, brightest, fastest-moving paper 
party goods lines of all. The leading qual- 
ity seller in America’s fine stores for 25 | 
years. Send coupon today! 

















; Paper Art Company, Inc. * 25 yrs. in America’s finest stores 
‘3500 North Arlington Avenue, Indianapolis 18, Indiana ' 

; @ Please send us your 1957 Catalog supplement to 
' Store Name ' 

‘Address ' 

City. State 

Ted Ree EN EEN RCRD EG SI ee H 
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~ LITERATURE 


Information on products and services is 
available from the manufacturers. These 
catalogs and pamphlets may be obtained 
without obligation by request from the 
monufacturer. 





A new 160 page catalog featuring 
“the most detailed J/isting of artists’ 
materials and hobby supplies ever of- 
fered by a single source,” and show- 
ing numerous new items, has been 
released by the Craftint Manufactur- 
ing Company, 1615 Collamer Avenue, 
Cleveland, Ohio. 


Tips on floor cleaning are sum- 
marized in a new manual “How To 
Sweep and Mop Floors” offered by 
the Huntington Laboratories, Hunt- 
ington, Ind. In Canada the 24-page 
booklet may be obtained from Hunt- 
ington Laboratories Limited, 86 Par- 
liament Street, Toronto 2, Ontario. 


Practical methods of combatting 
embezzlements of money, merchandise 
and other materials are described in 
a 32-page booklet, ‘Embezzlement 
Controls for Business Enterprises’, 
by the FipELIry AND Deposit Com- 
PANY, 2237 Fidelity Building, Balti- 
more, Md. 


An order control system which 
guarantees proper billing for every 
shipment is described in the illustrated 
booklet, ‘“There’s Safety in Numbers,” 
put out by the Cummins-Chicago Cor- 
poration, 4740 N. Ravenswood Ave- 
nue, Chicago 40, IIl. 


something to remember 


C. R. Gibson & Co. celebrates the holiday season 
with warm remembrance of the many friends 
and associates who have made the past year a 
series of pleasant occasions. To all go our best 
wishes for a very Merry Christmas and a joyous 


New Year. 


CR Clibson rv comrswe 


PUBLISHERS 


NORWALK, CONNECTICUT 


— | 
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A new sales management brochure, 
“Who's Selling Who?’, is now avail- 
able without charge to sales executives 
from CaAPPEL, MACDONALD & Com- 
PANY, Dayton 1, Ohio. 


An illustrated folder on a new ma- 
chine that automatically makes fold- 
ed, crumpled, creased or warped 
punch cards like new has been re- 
leased by CUMMINS-CHICAGO CorR- 
PORATION, 4740 N. Ravenswood Ave- 
nue, Chicago. 


Novel candle creations including 
Glowing Pumpkin, Christmas Bell 
Snowball and the new Blend-O-Color 
are featured in the 1957 Emkay cata- 
log, a 48-page publication which may 
be obtained from the Muench-Candle 
Company, Syracuse 1, N. Y. 


An 84-page catalog of Alvin draw- 
ing sets, drafting instruments, de- 
signing aids, drawing equipment and 
measuring aids is available from AL- 
VIN AND COMPANY, Windsor, Conn. 


A catalog featuring Sovereign /ea- 
ther goods has been announced by 
SOVEREIGN LEATHER, Jamaica Plain, 
Mass. 


“Visualization Made Easier’ is the 
title of a new 20-page catalog describ- 
ing the Chart-Pak method of making 
organization and flow charts, graphs, 
office and plant layouts. It is being 
offered by CHART-PAK, INC., 100A 
Lincoln Avenue, Stamford, Conn. 


A catalog of Cleartype and Color- 
print Maps, Sixth Edition, has been 
distributed by the AMERICAN Map 
CoMPANY, 16 East 42nd Street, New 
York City. 


Originators 
and Designers 
of Complete 

Line of 


Write for 
FREE Catalog 


A full color, sound motion picture 
which features the history and devel- 
opment of greeting cards is available 
at no charge from the Rust CRAFT 
GREETING CARD COMPANY, Dedham, 
Mass. 


A catalog on the American Manage- 
ment Assocation best-selling books 
is available from PUBLICATION SER- 
VICE, AMERICAN MANAGEMENT AS- 
SOCIATION, 1515 Broadway, New 
York City. 


A simplified method for typewriter 
tabulation is described in a new bro- 
chure published by REMINGTON RAND, 
315 Fourth Avenue, New York City. 


A folder which contains informa 
tion and samples ot Speedmaster, 
Neenah’s 25 percent rag content tran- 
slucent master paper, is available 
from NEENAH PAPER COMPANY, Nee- 
nah, Wis. 


A completely new Spacemaster cat- 
alog covering the most complete line 
of store fixtures is available by RE- 
FLECTOR-HARDWARE CORPORATION, 
Dept. Fp., Western Avenue at 22nd 
Place, Chicago. 


A new portfolio on /etterbeads 
called ‘“The Right Letterhead for You”’ 
may be obtained from printers or the 
sales department of the NEENAH Pa- 
PER COMPANY, NEENAH, WIS. 


“The Eraser Selector’ is the title 
of a new folder on how to choose the 
right eraser for every erasing job. It 
is put out by the EAGLE PENCIL Com- 
PANY, 703 E. 13th Street, New York 
City. 







FINE ACCESSORIES FOR FINE DE 


This desk set retails for approximately $15. 


REDI-RECORD PRODUCTS CO. jew ver 0, ny. 
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Minimum Order: 





CLASSIFIED ADVERTISEMENTS 


Deadline for classified advertisements is the fifteenth of the 2nd month 
preceding the month in which the magazine is issued. 
$3.00. Names and address are to be included in the count. 
Initials or sets of figures are to be counted as one word. 


RATES: 12c a word. 











HELP WANTED 





MANUFACTURER'S REPRESENTATIVE 
wanted to represent nationally sold pat- 
ented zipper ring binders, portfolios, and 
brief bags. Exclusive territories avail- 
able. Commission. Give details. Reuben 
Co., Box 31, 555 W. Jackson Blvd., — 
cago 6, Tl. 





SALESMEN: year round side-line selling 
Christmas card Close-outs, Birthday, Get- 
Well, etc. Williams Paper, 19 Hudson St.. 
New York 13, N. Y. tf 





Wanted Young Man with store and out- 
side experience preferred. Opportunity to 
manage. Option to buy. If ready to 
locate in midwest write fully of pay 
required and ability to earn it. Box 112, 








Modern’ Stationer, 405 East Superior 
Street, Duluth 2, Minnesota. tt 
REPRESENTATIVE WANTED 


Major manufacturer of writing instru- 
ments, in the ball pen field, is seeking 
strong representation in several east- 
ern and midwestern territories. 

We are interested in interviewing rep- 
resentatives now calling on the sta- 
tionery trade with the necessary time 
to devote to a volume line. 

Please give complete information in 
first letter, length of time in territory 
— lines now handled — references — 
etc. 

Interview in your city will be arrang- 
ed in the near future. 

Box 111, Modern Stationer, 405 East 
Superior Street, Duluth 2, Minnesota. 











, 
ACHS 
“Common Sense” 


EXPENSE BOOKS & SHEETS 


BEACH PUBLISHING CO. 
19829 W. McNichols, Detroit 19, Mich. 
UNDER- 


counrer CASH DRAWE 


6 coin tills, 5currency compartments. 
Warning bell and dise tumbler lock. 
Made of Indiana hardwoods. Smooth 
lacquer interior. Natural lacquer 
or office gray = (specify). 
Size 18%" x 144%" D x 4%" High. 
High Quality, Foeceeme Buia. 
Standard Jecaler Discount. 
Orde: or write todav! 
INDIANA CASH DRAWER CO. 
P.0. Box 236N, Shelbyville, ind. 





ONLY 


$9,930 





Cash 
for 


Mfgrs. 
Drawers 
over 34 years 





TICKET PUNCHES 


FOR EVERY PURPOSE 
Notching - Punching - Counting 


The Hogéson & Pettis Mfg, Co. 


141T Brewery St. New Heven, Conn. 








To all our friends throughout 
the nation— 


Srason 5 Greetings! 
APEX BUSINESS SYSTEMS 


Dept. MS, 540 Peori St., N. Y. 7 BE 3-7133 
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Manufacturers representatives with es- 
tablished followng calling on stationery 


dealers are wanted for outstanding line 
of new telephone indexes. Several ter- 
ritories open Commission basis. Box 


106, Modern Stationer, 405 East Superior 





Street, Duluth 2, Minnesota. 12-56 
teins b> 5, * ircrsiaaaiaiaai 


Are you selling Devt , a Stationery 
Buyers, Stationery Stores and Gift Shops? 
Do you need one top flight easily han- 
dled line? Do you want to earn very 
substantial additional commissions start- 
ing first call? Could you write volume 
with brand new, modern designed, high 
quality Album and Scrap ook Line 
which has been deliberately planned, de- 
signed, priced, packaged and merchan- 
dised to outsell all others? If you are 
first class established salesman with thor- 
ough knowledge this business and cus- 
tomers needs we can prove above state- 
ments to you. Must be willing supply 
references as we are interested only in 
making permanent connections with right 
men. Established well rated firm. 
commission. Fully protected territory. If 
you qualify write for personal interview 
outlining ‘exact territory covered and 
lines presently handled. Box 94, Modern 
tationer, 405 East Superior Street, Du- 
luth 2, Minnesota. 12-56 





Large AA Stationery Manufacturer—of 
Zipper Binders, Looseleaf Binders, Memo 
and Desk Pads, Portfolios, and many 
terrific items needs Representative for 
Department Stores, Stationery Stores, 
Gitt Stores. Commission basis. All ter- 
ritories open. Write indicating lines now 








earried. A. J. Siris Products aaa Be > 

E. 134 St., N. Y. 54, N. Y. 2-56 
LINES WANTED 

WANTED: Unusual and exclusive items 


on jobbing basis, 
import, to sell 
line. Fourteen 


both domestic and 
in conjunction with our 
salesmen cover entire 
country - attend thirty-two gift shows 
yearly. Showrooms in Dallas (Merchan- 
dise Mart), Los Angeles (Brack Shops), 
New York (Gift & Art Center). New York 
Showroom considered magnificent show- 
place and one of the finest at 225 Fifth 
Avenue. Give full details, enclose any 
descriptive matter or catalog of your 
merchandise. Box 108, Modern Stationer, 
405 East Superior, Duluth 2, Minnesota. 

tf 


Salesman with good connections giving 
good coverage Statoners and_ Depart- 
ment stores wants line for California. 
Box 107, Modern Stationer, 405 East Su- 
perior Street, Duluth 2, Minnesota. 2-57 





Experienced Stationery and _ Leather 
Goods Salesman with following seeking 


connection with wholesale line. New 
York area. Box 110, Modern Stationer, 
405 East Superior Street, Duluth 2: 
Minnesota. 12-56 





BUSINESS OPPORTUNITY 





Experienced Stationery and Leather 
Goods Salesman with following wishes 
to purchase interest in up and coming 
wholesale line. Box 109, Modern Sta- 
tioner, 405 East Superior Street, Duluth 
2, Minnesota. 12-56 





FOR SALE 


EZY-REDE Magnifiers and Readers (made 
.2 tne U.S.A. otfer you tine sales and pro- 
fits. Now stocked by your wholesaler. 
Request free catalog. Apex Specialties 
Co., 1111 Douglas Ave., Providence 4, 
R. L. 
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Index to Advertisers 





Apex Business Systems 


Badger, Incorporated -....................... 
Beach Publishing Company 
Brown, Arthur & Brother, 

Incorporated 


C-Thru Ruler Company ................... 
Craftint Manufacturing Company, 
| re OS OE EE 
Crom, George F., Company ............ 40 
& D Manufacturing 





Company 


Delbridge Calculating Systems, 
Incorporated 
Dome Publishing Company, 
Incorporated 


Esterbrook Pen Company, The .......... 
Ever Ready Calendar Manufacturing 

IN va chat cca tecaccckeskencuasetal 
Gibson, C. R., and Company _........... 
Guide System & Supply Company .... 


Hano, Philip, Company, Incorporated _.38 

Higgins Ink Company, Incorporated _.34 

Hoggson & Pettis Manufacturing 
Company, The 


Indiana Cash Drawer Company 


Kem Plastic Playing Cards, 
OS EET 

Koh-I-Noor Pencil Company, 
Incorporated 


LaSalle Products Company 
Lindenware Company ........................ 
Little, George F., Management 3rd cover 


Markwell Manufacturing Company, 

SSIS 
Melind, Louis, Company 
Mittag & Volger, Incorporated 4th cover 


Modern Specialties Company _........_.. 44 
National Stationery and Book 
SS ees 35 


New England Paper Punch Company ..4 

Noesting Pin Ticket Company, 
Incorporated 

Norcross, Incorporated 





Paper Art Company, Incorporated _...42 


Redi-Record Products Company 
Regency Thermographers ................. 
Roberts, Weldon, Rubber Company _.30 


Saxon Paper Corporation __...... 2nd cover 


Scott Publications, Incorporated _....... 27 
Sengbusch Self-Closing Inkstand 
i a a 39 
Smith, The S. K., Company ............ 31 
Stewart, R. A., & Company, 
Ee (Te eee 37 
Strathmore Company, The .............. 34 


Union Rubber & Asbestos Company ..28 
Voiland, The P. F., Company 
Write, Incorporated 








.. CARTON OPENERS 
SNIPPO . STRING CUTTERS 
Write for literature and latest prices 
MODERN SPECIALTIES CO. 
4301 W. Ogden Ave., Dept. MS 
Chicago 23, Iil. 
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Ne eocy 


Here's the modern way to see the complete 
market. Come Sunday, opening day and shop every 
exhibit. In six successful shopping days, you'll see 789 exhibits 
with merchandise from more than 30 foreign nations. 


HOTEL NEW YORKER and NEW YORK TRADE SHOW BUILDING 


Sponsored by the National Gift and Art Association, Inc. 
Directed by George F. Little Management, 220 Fifth Ave., N.Y. 1, N.Y. 














AG Al N N E Ss %S When the customer comes back again and again and again, the product 


has “Againness!” 


“Againness” means satisfaction. It means the customer tried the product, liked it, and came back for more; 


At Mittag & Volger, the constant thought is the “Againness” of our carbon papers and ribbons. Take ouf 
production line control for instance. From raw material to finished carbons and ribbons, 
there is a scientific process as well as product check every step of the way. 


Couple this Quality Control with 75 years of production know-how—back it up with 
handsome packaging, thoughtful sales aids, carefully aimed national advertising — and 
you’ve got the reasons why M & V products mean repeat...repeat...repeat... business. 


Stock the carbon and ribbon line that has “Againness.” Write or phone: 


MITTAG & VOLGER, INC., PARK RIDGE, N. J. © Telephone: PARK RIDGE 6-0001 








